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Avoid Costly Delays— 


Get the Goods You Order 
—and Buy Them at a Saving 


Delays in shipment—and substitu- 
tion by the distributor are factors 
that retard the volume and make re- 
tail sales more costly. 


The retailer who can order on short 
notice and get exactly what he or- 
ders has a big advantage over com- 
peting firms. 


NATIONAL dealers enjoy this ad- 
vantage. It is NATIONAL policy 
TO SHIP ALL ORDERS THE 
DAY RECEIVED—And we ship 
direct to the retailer. 


This also means high quality at a 
low price. Right now is a good time 
to get started with the NATIONAL 
Line by placing your order for 
screen hangers with us. 


The NATIONAL No. 80 is an ex- 
cellent hanger—it latches automat- 
ically, is easily applied—and gives 
a rattleproof job. Japan or Sher- 
ardized finish. 


Let us quote on your requirements. 


National Mfg. Co. 
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How Hardware Helps to Fill the 
Nation’s Sweet Tooth 


Some Practical Suggestions to the Merchants 
- | Whose Stores Are Located in the 


vided a calendar for us. 
Perhaps we never stop to 
think of Julius as a hardware ally, 
but in making this provision he gave 
us twelve months in which to do busi- 
ness each year. 

That’s something. 

He left the rest of it to us modern 
day folks, as well as to the ancients 
of his own day, to fill in these twelve 
months just as profitably as we 
could. 

Some months seem to treat us bet- 
ter than others. 

Perhaps we like some of them bet- 
ter than February. 

Anyhow, February has its possi- 
bilities, leading up to March, and one 


ONG years ago Friend Julius pro- 


Maple Sugar Country 


By A. H. VAN Voris 


of them is the sale of maple sugar 
supplies. ‘In this class of merchan- 
dise, it is safe to say that certain lo- 
calities are more favored by Nature 
than others, but we do know that 
many of you readers are quite famil- 
iar with the taste of brand new ma- 
ple syrup, fresh from some sap-bush 
in your own immediate vicinity. 


Various Classes of Producers 


A struggle between Jack Frost at 
night and Old Sol in the daytime 
brings ideal conditions for maple 
sugar and syrup production, so let’s 
throw our hats in the ring for a fine 
spell of good sap weather this sea- 
son. 

There is one factor which always 


53 


favors the hardware dealer when it 
comes to selling supplies. This is 
the fact that there are many grada- 
tions in these maple sugar producers. 

First, there is the distinct ama- 
teur who may tap a half dozen maple 
trees in his own yard. Next comes 
the farmer who has a small sap bush 
—just large enough to furnish 
sweets for his own family. Finally, 
we find the professional maple sugar 
producer who operates a large sap 
bush, sugaring off and making syrup, 
honey and sugar for the commercial 
market. 

Some years vary as to popularity 
or vigor of production on the part 
of these folks, but it is certain that 
every season brings its annual pros- 
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pects for supplies. Equipment does- 
n’t last forever and it has a way of 
disappearing or being appropriated 
for other purposes between seasons 
and this has a tendency to strengthen 
the market for the dealer. 


The Necessary Equipment 


One of the first items of equipment 
is the tapping bit. This is, to be 
sure, a small item, but a very es- 
sential one and consists of a short, 
stubby bit of 7/16 size. A “runner 
up” for this bit is the 14-in. reamer, 
suggested for the producer’s use 
when sap ceases to run freely in good 
sugar weather. Farmers should be 
advised to tap early and ream early 
so as to be able to call a halt when 
the buds start. 

As to sap spouts or spiles, there 
seems to be a superabundance of 
styles and patterns on the market. 
For practical purposes, however, we 
can divide them into two distinct 
kinds, (1) spout with cast-in hook, 
(2) spout with detachable hook. We 
do not recommend any one spout as 
being the best and would only urge 
the precaution of not selecting any 
which may rust out during or after 
the first season. 

There is one noteworthy feature 
connected with a spout which we have 
observed some dealers to specialize 
in, and that is its adaptability to 
fasten a cover onto it. 


The Sap Bucket 


This leads us to consider the next 
item of equipment—the sap bucket. 

No doubt many amateurs and es- 
pecially the younger ones will make 
use of any old container to catch the 
sap as it comes from the tree, a dis- 
carded butter or lard pail, for in- 
stance, but your professional sugar 
producer knows that such practice 
would only prove costly and futile. 

He requires a specially constructed 
sap container, and the best size is 
said to be twelve or thirteen quarts, 
while the strongest claims are made 
in favor of a good grade tin bucket. 

Makers of high class tin buckets 
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claim that the cheaper article of 
galvanized iron has a tendency to 
poison the sap. Although we are in 
no position to positively dispute this 
stand, it is undoubtedly true that 
many of us would be deceased long 
since from “galvanized maplesyrup- 
itis” if this deadly effect were so 
assured. 


Here’s a Suggestion! 


Granting that the logical and ac- 
cepted material for sap buckets is 
tin, we do find that many dealers 
have found that they can offer their 
customers a lower figure, when de- 
sired, by purchasing ten or twelve 
quart galvanized iron pails and then 
punching them for the sap spout 
hook. 

We pass this along for what it is 
worth, as a suggestion which has 
been successfully tried out in various 
localities where the producer is seek- 
ing to hold down his costs. It seems 
to work out pretty well for the 
dealer, because these selfsame con- 
tainers. are later used (and often 
used up) during the year as water 
pails and so on and, therefore, need 
to: be replaced in certain numbers at 
the beginning of the following sea- 
son. Thus, both producer and dealer 
find a certain profit unto themselves. 


When the Sap Is Gathered 


The next item for the larger pro- 
ducer is the gathering tank. These 
may be secured for your customer in 
either galvanized iron or tin and in 
either round or square shapes. As 
to content, they run from three to 
five barrels, generally, and the better 
ones are self-straining. 

Now that we have helped the 
farmer tap his maple trees, hang 
the buckets and gather the sap, we 
can follow him through the sugar 
bush to his sap hut or sugaring-off 
house. 

Our previous cooperation has al- 
ready placed here a storage tank and 
an evaporator. 

When ordering these last men- 
tioned articles for the producer who 
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may not be posted on all of the arts 
of maple syrup making, it may be 
well to call his attention to the fact 
that the storage and evaporating 
capacities should be well equalized. 
We learn that large storage and small 
evaporation means dark syrup. This 
is surely a thing to be avoided if the 
syrup is to be marketed, as appear- 
ance is only second to taste in sell- 
ing the finished product. 

Maple syrup thermometers play 
an important part in the game at 
this crucial stage, so you should be 
prepared to carry them as acces- 
sories for your farmer customers 
and suggest their use. Guesswork 
is often altogether too costly. Fun- 
nel shaped felt strainers are used to 
remove all sediment from the syrup, 
as it comes hot from the evaporator, 
and should not be forgotten. 

Finally, for marketing the prod- 
uct in maple syrup form, there are 
the one gallon syrup cans with a 
screw top. Your larger producer 
customers should be induced to pur- 
chase them in the fifty or hundred 
lot, in the original shipping case, 
thus insuring you of a clean profit, 
free from rehandling them in broken 
lots. 

Were it not for our maple sugar 
industry many of us would cease to 
enjoy our home-made family break- 
fasts as we now do on some of these 
cold winter mornings. Also, many 
a city dweller would have to omit 
half of his order in calling for “grid- 
dle cakes with maple syrup” when 
dropping in at the popular standby 
for his morning bite. Safe to say 
that the “Pancake Man” would soon 
find a slump in business. 

In all of this the hardware dealer 
has an important part to play, for we 
like to think of him as the right 
hand partner of the “Maple Sugar 
Man,” that rural dispenser of good 
things for the rest of us. 

Why not see to it, in your com- 
munity, that he is served well and 
encouraged liberally, for his activity 
is your profit. 

That’s that. 

And the rest of it is maple syrup. 


Paint Saves World’s Oldest Ship 


OR 138 years the British convict 
ship “Success” has sailed the 
seven seas. Captain D. H. Smith, its 
owner and commander says: “In the 
fourteen years that I have been the 
owner of the ‘Success,’ I have paint- 
ed it no less than twenty times. 
“Paint and varnish have done their 
share in preserving this remarkable 


old vessel, which was launched in 
1790 and which after many years in 
the hideous service of transporting 
prisoners and as a floating prison 
hulk was scuttled off the Australian 
coast in 1885. 

“She remained under the waters 
of Sydney Harbor for five years, and 
when raised seemed little the worse 





for her submersion. Paint and var- 
nish had aided in resisting the in- 
roads of decay. Her huge teak tim- 
bers, covered with many layers of 
paint, were as sound as ever. In 
places her hand wrought iron had 
oxidized, but there is every reason 
to believe that the iron had not been 
painted.” 
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Plenty of space makes this display of the Monroe Hardware Co., 














R. COUE has created no end 
D' of excitement in this country 

during the past few weeks 
with his theories of curing ills by 
means of auto-suggestion. This fa- 
mous man cures people by having 
them repeat over and over something 
like this: “Day by day in every 
way, I am getting better and bet- 
ter.’ His followers have grown in 
numbers and his books are bringing 
him a revenue that makes the divi- 
dends of some of our oil companies 
look sick by comparison. 

The power of suggestion is tre- 
mendous, and can be applied in any 
walk of life. A few years ago the 
“Save the Surface” campaign was 
started. It began in a small way, 
but look what it has done for the 
paint and varnish industry. The 
greatest record of sales in modern 
business were made in paint this last 
year. Paint manufacturers believe 
that the interest in protecting sur- 
faces is so intense that the demand 
will double the industry by 1926. 

The suggestion of “Save the Sur- 
face” has a tremendous appeal to 
anyone who owns property. It means 
money well invested to say nothing 
of the saving from deterioration as 
the result of exposure to the ele- 
ments. Sales have started to roll 
up in great volume just as a snow 
ball soon grows into tremendous size 
as it rolls down the hill. 

Some hardware dealers in compar- 
atively small towns sell all the way 
from $10,000 to $40,000 worth of 
paint a year. Just think what that 
will mean by 1926! If your particu- 
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Monroe, La., catch the passing eye 


Quality and Compact Stocks 


Increase Paint Turnovers 


lar paint stock is worth $700 or 
$1000, and you turn it five times a 
year, just think what it will amount 
to in 1926 if you play your part in 
pushing the sales. There are aggres- 
sive hardware men who turn their 
paint stocks ten times a year, and 
if they do their share in promoting 
sales, what will they average in three 
years? 

It would be a very small town that 
would not need $5,000 worth of paint 
during the year. Think what this 
hardware merchant will get in 1926 
—$10,000—if he keeps in line and 
pushes his sales as fast as the manu- 
facturers and dealers push theirs. 

Before the ball began rolling very 
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fast, G. B. Churchill of the Churchill 
Hardware Co., Galesburg,  IIl., 
started to build up his paint and 
brush sales. Last year his sales on 
these lines were decidedly satisfac- 
tory, and he stated that the paint 
section was one of the largest pay- 
ing departments in the store. Much 
has been heard regarding this Gales- 
burg store, much has been written 
about it, and the hardware merchants 
know generally that it is one of the 
fine stores of the Middle West. The 
statement that paint sales make the 
most satisfactory profit in this store 
may be surprising to some mer- 
chants, especially in view of the fact 
that this firm does not cater very 
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Roy Wilson of Decatur, Iil., 


has built up this extensive paint department by adhering 


to the slogans of quality and service 
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Galesburg, Ill. 


much to the professional painters, 
but sells mostly to direct users. 
Demonstrations, window displays 
and advertising turn the trick for 
the Churchill Hardware Co. They 
have the reputation of being the 
largest buyers of a popular line on 
household enamel and paint on this 
large manufacturer’s books. Manu- 
facturers of the different lines co- 
operate in every way, and as soon 
as prospects are located the names 
are immediately sent in, the com- 


UESTION. What is net income? 
Answer. Net income is that 
portion of the gross income which re- 
mains after all proper deductions have 
been taken into account. 

QUESTION. Must social clubs file in- 
come tax returns and pay an income 
tax? 

Answer. The exemption applies to 
practically all social and recreation 
clubs, which are supported by mem- 
bership fees, dues and assessments. 
However, if a club, by reason of the 
comprehensive powers granted in its 
charter, engages in traffic, in agricul- 
ture or in the sale of real estate for 
profit, it is deemed not to be organized 
for pleasure, recreation, or social pur- 
poses, and any profit realized from 
such activities is subject to tax. 

QUESTION. How is the creation of a 
sinking fund established by a corpora- 













Efficiency is the watchword of the paint department of the Churchill Hardware Co., 
Note the method of sampling paint brushes 


panies get busy, and a very close 
follow-up by the Churchill organiza- 
tion usually lands the business. The 
illustration shows the Churchill 
paint department, which is located 
near the front of the store. Brushes 
are sampled in an effective manner, 
and sales are accordingly made easy. 

The other illustration, which is 
from the Roy R. Wilson hardware 
store, Decatur, IIl., shows the large 
stock of paints carried by this firm. 
Mr. Wilson interviewed several paint 





By FRANK H. SHEVIT 


Counselor on Taxation, 120 Broadway, New York 


tion to handle this fund .from an in- 
come tax standpoint? 

Answer. If a corporation in order 
solely to secure the payments of its 
bonds or other indebtedness, places 
property in trust, or sets aside certain 
amounts in a sinking fund under the 
control of a trustee, who may be au- 
thorized to invest and reinvest such 
sums from time to time, the property 
or fund set aside by the corporation, 
and held by the trustee, is an asset of 
the corporation, and any gain arising 
therefrom is income of the corporation, 
and shall be included as such in its 
annual return. The trustee is not tax- 
able on account of the property or fund 
so held. 


QUESTION. How are capital expen- 


ditures to be handled on the books of a 
corporation for income tax purposes? 
Answer. 


Expenses of the organiza- 
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men when he started in business a 
number of years ago. He said that 
he desired quality above all, and at 
the same time needed all the help 
and cooperation he could get from 
the manufacturer in view of the fact 
that his capital was small. When 
he finally found a company who made 
a quality product that was willing 
to see him through, he took on the 
line and has kept it ever since. His 
paint sales run into a very fine vol- 
ume, and this manufacturer has been 
repaid many times over for his co- 
operation. The size of the stock 
alone would indicate the demand that 
Mr. Wilson has built up for this line. 

These firms insist that only first 
quality products will build up sales 
and bring results. They are em- 
phatic on this point, and will not bid 
for jobs against paint that is in- 
ferior in quality. They both believe 
in carrying the minimum amount of 
stock and ordering frequently. Small 
orders make weight for shipment, 
and they order every week or so and 
keep their investment down, increase 
their number of turnovers, and con- 
sequently increase their percentage 
of profit. 

Down in Monroe, La., is another 
store that concentrates on paint to 
its advantage. The Monroe Hard- 
ware Co. also’ believes whole- 
heartedly in the value of quality as 
applied to the paint department. 
The accompanying illustration shows 
one of this firm’s windows, and 
serves to bear out the belief that they 
know how to display to advantage 
as well as sell the merchandise dis- 
played. Think what double sales in 
1926 will mean to these progressive 
hardware firms. 


Questions and Answers on the Income Tax 


City. 


tion of a corporation, such as corpora- 
tion fees, attorneys and accountants’ 
charges, are ordinarily capital expen- 
ditures, but where such expenditures 
are limited to purely incidental expen- 
ses, a taxpayer may charge such items 
against income in the year in which 
they are incurred. 


QUESTION. What is meant by a 
fiduciary? 
Answer. “Fiduciary” is a term 


which applies to all persons that oc- 
cupy positions of peculiar confidence 
toward others, such as trustees, execu- 
tors and administrators, and a fiduci- 
ary for income tax purposes is a per- 
son who holds in trust an estate to 
which another has the beneficial title, 
or in which another has a beneficial in- 
terest, or receives and controls income 
of another as in the case of the re- 
ceivers. 
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dead find 
ways in 


hardware stores but 


stair- 
many 
how many are ever 
used to advantage? 
Reinhold Bros. Co.. 
Wis., 


has one and uses it 


Milwaukee, 


for display pur- 


poses. This story 


tells you how the 
plan works to the 
firm’s profit. 


AYBE hardware merchants 
M never got off on the right 
foot when it came to lino- 

leum, but if they made a bad start 
they are surely making up for lost 
time now because more hardware 
stores are daily becoming interested 
in this line. A hardware merchant, 
as a rule, can do a better job of lay- 
ing this class of floor covering than 
any one else. People seem to be bet- 





ter satisfied to buy this kind of ma- 
terial at a hardware store, and the 
sales this year from the hardware 
trade will show a decidedly satis- 
factory increase. 


Linoleum Featured 


The accompanying illustration 
from the Reinhold Bros. Co., Mil- 
waukee, Wis., will give a good idea 
of what this hardware firm thinks of 


HIS store also 
features _linole- 
um, fibre rugs and 
kindred articles and 
draws business from 
all sections of the 
The illustra- 
the left 


shows a section of 


city. 


tion at 


the stairway in 
question. The upper 
illustration shows 
an unusual display. 


linoleum. It has an_ exceptionally 
large stock and not only sells it but 
in addition makes good profits on the 
sale of varnish that soon follows a 
linoleum sale. If there is a place in 
the house that has to be clean and 
bright it is the kitchen, and in this 
workshop the woman demands the 
best she can possibly afford. Good 
linoleum means steady customers 
made through satisfactory stock. 
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In addition to linoleum this firm 
also handles a line of fiber rugs. Sev- 
eral hundred dollars worth of these 
are carried in stock and they have 
worked up a most satisfactory vol- 
ume which gives the firm many turn- 
overs and nice profit with very little 
overhead. Once the sales in this line 
were started it took very little effort 
to increase them month by month. 
Several standard colors and designs 
are carried and only the regular 
sizes are stocked, so there is no idle 
investment at any time. With the 
sale of these durable as well as beau- 
tiful fiber rugs coupled with linoleum 
the firm can furnish floor coverings 
for a great many houses of all kinds. 

This hardware store is not a down- 
town establishment, but is strictly a 
neighborhood store which has drawn 
much trade from other parts of the 
city because of the efficient way in 
which it does business. 


Toys Also Carried 


The window shown herewith also 
displays the heavier items of kitchen 
ware such as bread and cake boxes, 
flour cans, wash tubs and boilers, 
clothes baskets, wringers and wash- 
ing machines. The fine touch, how- 


ever, is the display of wheel toys. 
These are shown in a room on the 
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second floor that is largely devoted to 
toys which are sold the year round. 
In this section of Milwaukee there 
are many children and they invari- 
ably accompany their mothers on a 
shopping tour. While the mother 
looks at linoleum or washing ma- 
chines the kiddies have a great time 
looking at the velocipedes and the 
coaster wagons. The linking of toys 
and other lines serve to produce 
many sales and hardware merchants 
might take a tip from these Milwau- 
kee dealers in some of their own dis- 
plays, by showing some toys for the 
children along with merchandise for 
the home or housewife. 


Utilizing a Stairway 


There are a number of other un- 
usual things about this hardware 
store, and one of them is the way 
the stairway leading from the main 
fioor to the basement has _ been 
utilized for sales purposes. The il- 
lustration is not as good as it should 
be as the picture was taken under 
considerable disadvantage, but it is 
believed the reader can get an idea 
of the display advantages to be de- 
rived from such a stairway. Along 
the wall are gathered small items of 
hardware that have a ready and con- 
stant demand. Metal polishes, oils 

































Here is another 
view of the stair- 
way showing the 
rack for literature 
which is placed in 
such a position that 
everyone ascending 
the stairs meets it 
face to face. Once 
it is seen the temp- 
tation is strong to 
take some of the 
folders look 
them Dis- 
playing a vacuum 


and 
over. 


cleaner against the 
stair rail is another 
well thought 
idea that cannot be 
disregarded 


out 
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and furniture polishes are shown on 
the shelves at the first landing. 
Stove shovels and carpet beaters are 
displayed along the side wall. Axe 
handles are kept here as well as gas 
mantles and globes. At the entrance 
is a rack for tin pot covers and lids. 
A box of drawers containing stand- 
ard springs is placed on top of the 
lid rack. Then there is a roll of lino- 
leum silently suggesting sales and 
many other items that serve to make 
this stairway a little beehive of in- 
dustry. 


Rack for Literature 


In addition to the foregoing there 
is a rack for literature placed at the 
foot of the stairway leading to the 
second floor. Here one may find 
pamphlets on many hardware items 
and customers help themselves liber- 
ally to these. The stairway leading 
to the second floor is an excellent 
place for this stand. All the rugs, 
linoleum, toys and stoves are kept on 
the second floor and customers going 
up and down this passageway will 
often stop and look at the various 
pamphlets. If they hesitate or look 
around their eyes fall on some dis- 
plays of household equipment and it 
is only a step to an egg beater or a 
cake turner, and that means a ring- 
ing of the cash register. This illus- 
tration shows another fine point and 
that is the vacuum cleaner apparent- 
ly left carelessly against the stair 
railing. Its position, however, com- 
mands the attention of everyone that 
goes up or down the stairs. It, like 
the roll of linoleum in the other pic- 
ture, constantly suggests sales. 


’. Utilize Waste Spaces 


You will find window displays in 
all hardware stores but the utiliza- 
tion of stairways for display pur- 
poses is something that is not found 
so frequently. There are mighty few 
hardware stores that haven’t some 
space that may be designated as 
waste space that cannot be used to 
display advantage. It means get- 
ting just so much more stock out 
into the light of day where it will 
be seen. And you know the old say- 
ing about “goods well displayed are 
half sold.” Such stunts as the 
foregoing serve to speed up turnover 
and are sometimes the difference be- 
tween success and failure. 

It is no wonder that this firm is en- 
joying an excellent patronage not only 
from its own section of the city but 
from other sections and in the face 
of strong competition. Complete 
stocks, service, prices and merchan- 
dising ability have served to draw 
trade to the doors of the Reinhold 
Bros. Co. 
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The chinaware department of W. J. Pettee & Co., Oklahoma City, Okla., during the sale 
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W. J. Pettee & Co. Sells 15.000 Pieces 
of China in Less Than Two Hours 


HOUGH she may not like to 

wash them, the housewife is 

very proud of her various 
sets of dishes. The open face china 
closet is again in style, and the ma- 
jority of our best homes have a 
china closet in the dining room, so 
that all who enter may view the 
family dishes. China sets come in 
for considerable use. Three meals 
a day for the 365 days in the year 
are served on them, and it is no won- 
der that Milady often desires new 
sets of dishes. The “same old ones” 
must often get on her nerves. There 
is probably no season of the year in 
which a china sale would not be ap- 
propriate. Housewives always have 
their eyes open for china sales. 

A little publicity and a good as- 
sortment of stock—then open the 
doors and let them come in to buy. 
F. S. Lamb says you need more stock 
than publicity. He should know, as 
uc ie the secretary of W. J. Pettee & 
Co., the well-known hardware firm 
in Oklahoma City, Okla. The china 
department of this store is quite 
large normally, but the firm recently 
decided to hold a china sale, and it 
augmented stock accordingly. 

Several large casks containing a 
total of 15,000 pieces of china were 
taken in stock. An advertisement 
was run in the local papers and peo- 
ple were advised to make their selec- 
tions early. And they did. We believe 


Oklahoma City Firm 
Establishes Unusual 
Record in Special 
Sale—A dvertising 
Brings Business 





the store opened at 8a.m. We know 
that the entire stock of 15,000 pieces 
of china was entirely sold out by 10 
o’clock that morning. Mr. Lamb is 
therefore justified in recommending 
large stocks if you run a sale. 

The photograph on this page gives 
one a splendid idea of the size of the 
china department in the Pettee store. 
The picture was taken during the 
sale, and you can see many people in- 
specting and others actually buying. 
There is certainly an air of activity 
in this department. 


Occasional Sales Bring Business 


Mr. Lamb believes that an occa- 
sional china sale is a good stroke of 
retail merchandising. It brings not 
only quick turnover at a good profit, 
but it also attracts a large number 
of women customers into your store, 


where they will see and buy other 
items. It introduces your store and 
stocks to a number of new custom- 
ers. 

A woman buying a new set of 
china at a bargain rate is in a fine 
mood to be sold many other items 
such as new glassware, silver hollow 
ware or flatware. Pettee’s china de- 
partment has been a good profit 
maker every month of the year. 

People are always in need of china. 
They either need a new set or re- 
quire additional pieces. Newlyweds 
need innumerable dishes, both sets 
and special pieces. Dishes also make 
very practical gifts for wedding an- 
niversaries, birthdays, and for wed- 
ding gifts. Any bride would be 
pleased with a set of dishes, particu- 
larly if she knew that it was an 
“open stock” pattern and that she 
could add to it at any time. In this 
connection the hardware dealer can 
learn something from the large New 
York department stores. They make 
it a point to handle as many “open 
stock” patterns as possible. 

“Open stock” means that the pur- 
chaser can duplicate the pattern in 
other pieces not included in the set, 
or may add to the serving number, 
buy replacements for broken pieces, 
and so forth. This “open stock” idea 
would make a fine theme for a news- 
paper advertisement. Why not try 
it? 
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HERE’S mighty little change in human nature, 
after all. Just a few days ago I stood in a 
hardware store and listened in while a young 
salesman was selling a pair of butt hinges. He did 
a fairly good job and sold a good quality product, 
but when the sale had been made, he wrapped them 
up, made the change and with a note of finality in 
his voice inquired: “Will that be all today?” Also 
he received the regular answer, “Yes, I guess so.” 
Shades of the past—and I had thought that the 
world had moved on apace since I sprung that old 
query in my cub days and dug up the same reply. 
It brought back to me the day my old boss called 
me into the office and said: “Boy, you’re improving, 
but you fall down hard in one place. Every time 
you say, ‘Will that be all today?’ you suggest the 
answer and close the door to another sale. You 
should know also,” he added, “that we don’t make 
a nickel on first sales. If we only sell the one thing 
the customer comes in for, it won’t be long until 
we have to close up and go back to the farm. That 
first sale is all overhead—heat, light, your wages, 
etc. How about me? Don’t you think I am entitled 
to a little something for my time and investment?” 
After all, the second sale is largely a matter of 
sensible suggestion. Goods, like human beings, 
group themselves into families. For every article 
sold there are companion articles—other items that 
naturally go with the article called for. In the case 
of strap hinges, there are screws, hasps and staples, 
padlocks, door bolts, etc. If a customer calls for a 
cleaning rod for a gun, he intimates that he is in 
the market for gun oils and greases, cleaners, pol- 
ishers, rust preventatives and ammunition. When 
a woman asks for a small can of enamel, she is 
unconsciously telling you that she intends fixing 
over some article of furniture,, and that she needs 
a brush, some sandpaper, wax, furniture polish and 
a host of other things. All she needs is to have her 
unconscious mind jogged into consciousness, and 
the extra, profit-making sales are made. 





“Playing Up ts the Second Sale. 





But family goods are not the only ones to be sug- 
gested. There are others which are at least to be 
rated friendly or allied lines. The woman who buys 
the enamel is in all probability cleaning or refinish- 
ing her home, or a part of it. She may need floor 
oil, a mop, some linoleum, a carpet sweeper or a 
vacuum cleaner. The man who buys a gun is a 
sportsman and in line for fishing tackle and camp 
equipment. He is probably the owner of a car, and 
a good prospect for auto accessories. 

The real point I want to get over is this: most 
of us quit on the first sale. From then on we talk 
weather or crop conditions. You can be just as 
truly friendly when suggesting needed merchandise 
as when talking weather, and you may be doing 
the customer a real service. No customer is going 
to be offended at a sensible suggestion. If he didn’t 
have confidence in you, and the business you repre- 
sent, he would probably be making his first pur- 
chase at some other store. 

Naturally you must use common sense in the 
transaction. If the customer is really in a hurry 
and has told you so, it is rank foolishness to try to 
hold him even with sensible suggestions. Speed 
him on his way with a smile and he’ll come back 
later to give you another opportunity. 

In the big chain shirt stores the man who goes 
in to buy a collar generally leaves a five-dollar bill 
in the cash register and goes out with a bundle of 
shirts and ties. The same thing can be done in a 
hardware store if you are on to your job. As some- 
one has said, “Usually we are able to go into a 
store and buy just what we think we want. At other 
times we are waited on by a salesman.” 

Think it over. The second sale pays the profits 
and provides the salary increases. Also it lifts the 
man behind the counter out of the clerk class and 
into the ranks of salesmen. ’Nuff said. 
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EDITORIAL 


Banks and Credit 


QI PECULATIONS about the ability of the 
banks to make loans for legitimate business 
expansion have recently occupied the attention of 
business men and financial experts in all sec- 
tions of the country. Numerous opinions have 
been published, but few students of the present 
economic situation have outlined actual condi- 
tions and the probable trend of eventualities 
more clearly and logically than the Committee 
on Economic Research of Harvard University. 

“In current discussions of the banking situ- 
ation,” says the committee in its weekly letter 
on business conditions dated Feb. 3, “it is some- 
times suggested that, with so large a proportion 
of the funds of the banks tied up in investments, 
there is really no large amount of ready money to 
meet the increased demands which business may 
be expected to make during the coming months. 
This consideration is sometimes advanced as one 
reason for expecting a tighter money market at 
no distant date. Such increase in investment 
accounts, however, has often occurred in times 
past, although on a somewhat smaller scale. It 
has not prevented, and need not now prevent, 
the banks from providing for the needs of their 
customers. Such provision is easier under the 
federal reserve system than formerly. Member 
banks may be expected to increase their redis- 
counts if need develops. The funds thus avail- 
able are more than sufficient for the expanding 
needs of business. 

“Credit cannot be said to be in any manner 
extended or inflated at the present moment,” the 
the committee explains. “A continuance of easy 
conditions in the money market may make it pos- 
sible for the banks slowly to liquidate some of 
their investments. Such a development is rather 
more likely than credit contraction. 

“Industrial recovery, it must be remembered. 
is only fairly under way; the volume of physical 
production and trade is increasing, and there 
seems to be no large element of speculation in 
the present structure of prices. 

“Even with a considerable expansion of pro- 
duction and trade, credit requirements of busi- 
ness are likely to prove moderate for some 
months to come, for buying is still on a conserva- 
tive basis. A large industrial output seems 
clearly in prospect. But so far as the immediate 
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future is concerned, it is clear that the output 
will be determined by current demands. There 
is no reason to expect, in the near future, any 
return to production for the sake of accumulat- 
ing stocks, or to buying in anticipation of pros- 
pective scarcity such as characterized the boom 
of 1919.” 


The safety valve of democracy is free 
speech. The hiss of a valve is irritat- 
ing, but the explosion of an engine is a 
catastrophe. 


Why Delay It Longer? 


ASSAGE of a resolution indorsing the dec- 
imal system of packing and pricing by the 
South Dakota Retail Hardware Association, Jan. 
19, at Sioux Falls, again focuses attention on an 
important trade question. Nearly every hard- 
ware trade association as well as innumerable 
invididuals and firms have indorsed the decimal 
system, but its adoption is not as yet universal in 
the hardware business. 

The reasons for this system are so simple and 
self-evident, and those favoring it constitute 
such a large majority, that a state of mind ac- 
tually bordering on indifference has resulted. 
There is no strong opposition to the decimal sys- 
tem and therefore no strong feelings in the 
matter. 

In spite of that, however, it would seem that 
the logic of the fact should arouse some action in 
the name of expediency. It has been demon- 
strated so conclusively that the decimal system 
saves time and money, minimizes mistakes, sim- 
plifies the figuring of invoices and of pricing, 
makes both merchandise and money quantities 
uniform, and is, in general and in detail, so much 
more practical than the dozen gross system, that 
to delay it or to only partially use it amounts 
to gross waste and extravagance. 

A national conference of hardware retailers, 
jobbers and manufacturers for the purpose of 
setting a definite date for the adoption of the 
decimal system by the entire trade, would mark 
the beginning of a better epoch in hardware mer- 
chandising. 
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The Way of Paint Complaints 


A Resumé of Some of the Troubles the Paint 
Department Encounters and Some 


Ways of Remedying Them 


YFUNHE principal complaints that 
come after a period of service 
are—chalking, peeling, check- 

ing, fading and loss of gloss. 

Chalking is a powdery condition 
of the painted surface in which the 
outside of the coating can be rubbed 
off with the hand. It is caused by 
having too little oil in the undercoat, 
or by giving the surface one coat less 
than it should have. This condition 
begins any time from one to three 
years after painting, according to 
the porosity of the surface. It is 
noticeable on new houses sided with 
soft woods, such as cedar and red 
wood, which have had only a priming 
coat and one finishing coat. The 
greatest number of complaints, how- 
ever, are on one coat jobs of re- 
painting. 


The One Coat Fallacy 


Many property owners have the 
idea that if they paint the exterior 
of their buildings one coat every 
three years they are getting a fresh 
job at practically no more expense. 
This practice in time leads to serious 
complications. The first one-coat 
painting may not cause any com- 
plaint because the undersurface is 
still in fair condition. But the next 
time, the one coat job will quickly 
lose its gloss and become chalky. 
Then by the time for the third paint- 
ing there will be a fine foundation 
for trouble. If the coat being ap- 
plied at this stage is sufficiently 
thinned to satisfy the surface it will 
make a poor finishing coat. If it is 
applied full strength as a finishing 
coat, it will not penetrate the deep 
layer of dry pigment at all points 
and peeling is likely to begin. 

It will be better for the reputation 
of the paint department if one coat 
jobs are discouraged. The first coat 
in repainting fills the surface and 
stops the suction so that the binder 
(oil) in the finishing coat will all 
~amain in the outer coat and form 
a layer of equal thickness over the 
entire surface. Thus a two coat job 
will last three times as long as a one 
coat job. What seems economy is 
really wastefulness. 


By J. J. MAHONEY 


This applies also to interior wall 
painting, with flat paint. All re- 
painting jobs should have two coats. 

Paint peels because the surface at 
the point where the peeling occurs 
was not receptive at the time the 
paint was applied, and the binder in 
the paint could not get a firm hold. 
Hard, damp or greasy surfaces are 
among those on which peeling is 
found. It usually occurs in spots— 
rarely on all sides of the house— 
showing that the paint itself is not 
the real cause. 

Checking is caused by applying a 
coat of oil paint too thick—not 
brushing it out, or putting a heavy 
coat over another before the under 
coat is hard. Oil paint contracts a 
little as it dries. If applied in a 
thick layer, the outer surface dries 
first and then when the film dries 
through it contracts and pulls the 
hardened surface apart, forming 
tiny lines or checks. 

Blistering is caused by an increase 
of heat shortly after paint is applied, 
on a surface that is not receptive. 


Why Paint Fades 


The so-called fading of colored 
paints is caused in the same way as 
chalking. The addition of oil to 
colored pigments changes their ap- 
pearance, more or less, according to 
the nature of the pigment. When 
the oil is drawn into the surface by 
suction from underneath, or worn 
out by long exposure to the elements, 
the dry pigment goes back to its 
natural color. This can be readily 
proved by applying clear linseed oil 
to a faded surface, when the original 
color will be promptly restored. 
(This does not apply to some paints 
on the market in which the color is 
obtained with a dye. When these 
fade the color cannot be restored.) 

The same reasons against one coat 
work apply to fading as were men- 
tioned under chalking. If these are 
made known to the property owner 
at the time of painting, they should 
be a strong inducement to have a 
sufficient number of coats applied. 

Loss of gloss is an early stage of 
fading or chalking. 


One thought that the writer would 
like to drive home in this article is 
the folly of guaranteeing results in 
painting. This is practiced by some 
stores and is done either through 
a lack of information or in their 
eagerness to make a sale. 


Four Facts to Consider 


Four things go to make a good 
job of painting—condition of the 
surface, condition of the air, man- 
ner of application, and the paint it- 
self. You are supplying one of these 
four things in your sale of paint. 
When you guarantee results, you are 
guaranteeing that the surface will 
be in a receptive condition, that the 
weather will be right, and that the 
paint will be properly applied. These 
are conditions over which you have 
no control and it is not wise, there- 
fore, to vouch for results which de- 
pend upon these uncertain conditions. 

If the complaint is made after a 
period of service, the first thing to 
do is to get a memorandum of the 
material sold for the job, including 
oil and thinner, and also the date on 
which the material was applied. 

With the above information, and 
data on the square feet of surface 
painted, and its condition before 
painting, the cause of most com- 
plaints can be traced. 

It is useless to investigate com- 
plaints of peeling, except to suggest 
future treatment, because as indi- 
cated previously in this article, they 
are caused by conditions entirely be- 
yond your control. 

Any complaint that cannot be dis- 
posed of to the satisfaction of the 
store should be referred to the fac- 
tory without delay. 

If the writer has had one purpose 
in mind more than another in this 
article, it is this: To emphasize the 
importance to the paint dealer of 
neglecting nothing that will tend, in 
every painting job he sells, toward 
getting the best possible results 
from the paint. The pleased cus- 
tomer will not only continue to buy 
from you, but will recommend both 
your paint products and your service 
to his friends.—The Little Blue Flag. 
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Reilly Bros. € Raub, Lancaster, Pa., are strong boosters for the luggage department. 


partment doesn’t it? 





Looks like a real, profit-making de- 


__ Carrying Profits in a Line of Luggage 


~ Bags, Suit Cases and Trunks Are Needed by All and 


Build Business for the Hardware Store 


mercial people in particular, 

are as a rule extremely hard on 
their luggage. The average traveler 
feels that the appearance and condi- 
tion of his visible hand luggage rep- 
resents his “prosperity rating,” and 
serves as an indication of his habits 
as well. This means that new brief 
cases and new hand bags are fre- 
quently needed by those who are 
steadily on the go either for busi- 
ness or pleasure. Hand bags and 
suit cases are thruwn about by hotel 
porters, railroad baggage men, and 
by the traveler himself. Usually the 
bag is full and bulging with clothes 
and other items far in excess of its 
normal capacity. This adds to the 
strain, and it is not long before it 
begins to give and rip, and the bag 
begins to fall apart. A makeshift 
repair is made during a short stop, 
and the traveler travels on. But his 
bag is slowly but surely on the road 
to replacement. The hardware 
dealer should be pleased that such is 
the case, for it brings another good 
hardware line to the front. 


"cone ga in general, com- 





Travelers selling dress guods and 
kindred lines often take as many as 
six or eight trunks with them on long 
trips. These are often regular 
shapes and sizes, and sample racks, 
trays, and boxes are fitted into them. 
Dealers living in the larger cities 
or in towns where shirt, underwear 
or clothing factories are located, find 
in these firms a good market for 
special trunks of the type used for 
carrying sample boxes. 


Everyone Needs Luggage 


In every town there are people 
making trips of some kind, and they 
invariably need luggage. In fre- 
quent family re-unions that take 
people of your town away on a fairly 
lengthy journey often mean a good 
sale of luggage for you. These peo- 
ple would not think of bringing old 
hand bags or old trunks to a family 
re-union. They want every ear- 
mark of prosperity available. Then, 
too, vacation time will also witness 
a demand for luggage. The luggage 
carried by a traveler is often con- 
sidered as his pedigree. Think of 


that the next time you write an ad- 
vertisement on trunks, suit cases, 
hand bags or brief cases. 

Professional men, doctors, law- 
yers, artists, authors, engineers, and 
salesmen will be in constant need of 
brief cases, and perhaps special 
leather bags or cases. The latter you 
can order for them as well as the 
mail order house can send it. You, 
in fact, can handle all of these special 
jobs in leather goods if you will only 
give the line your attention. Re- 
member that few doctors or lawyers 
will visit patients and clients with 
a shabby hand bag or brief case. 

An occasional window might well 
be devoted to this line. If you lived 
in Lancaster, Pa., you would fre- 
quently see a window display on lug- 
gage in the store of Reilly Bros. & 
Raub. On this page we have repro- 
duced a picture of one section of this 
company’s luggage department. You 
will note a good assortment of 
trunks, bags, and suitcases. This 
department is regarded as a very 
profitable feature of the large busi- 
ness done by this concern. 
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West Virginians Emphasize Turnover 





Retiring President E. EB. Bibb 


astic delegates characterized the 

several sessions of the seven- 
teenth annual convention and exhibit 
of the West Virginia Hardware Asso- 
ciation held Jan. 30 to Feb. 2 at Hunt- 
ington, W. Va. Practically every 
speaker who addressed the gatherings 
in the assembly room of Hotel Fred- 
erick emphasized the importance of in- 
creased stock turn with a comparatively 
lower mark-up wherever possible. There 
was a decided willingness on the part 
of dealers present to enter into dis- 
cussions on the various problems pre- 
sented by speakers. The subjects that 
seemed most popular in the floor dis- 
cussions were relative to stock-turn, 
market changes, credit conditions, store 
advertising, mutual insurance and the 
local community obligations of the re- 
tail hardware merchant. The average 
daily attendance was approximately 
125 dealers. Unfortunately there is 
considerable sickness throughout the 
State of West Virginia, and many deal- 
ers were kept home because of illness 
in their homes or among their staffs. 
The exhibits of manufacturers and job- 
bers were in the former Chamber of 
Commerce Building which housed about 
ninety booths for the display of hard- 
ware made and distributed by seventy 
odd exhibitors. Homer Hawker of 
Shinnston, W. Va., was elected presi- 
dent for 1928, succeeding E. E. Bibb of 
Beckley, W. Va., who conducted the 
meetings. 


Pisce attendance by enthusi- 


The Opening Session 


The morning of Tuesday, Jan. 30, the 
first convention day, was devoted to 
the registration and reception of mem- 
bers, the distribution of badges and 





Market Changes, Credit 
Conditions, Advertising 
and Insurance Discussed 
at Convention Held at 
Huntington, Jan. 30-Feb. 2 
—Homer Hawker Elected 


President 


tickets for the various entertainments, 
and the formal opening of the exhibit 
hall. At 1:30 p. m. President E. E. 
Bibb declared the convention in session. 
Following the singing of “America” 
and several other well known songs in 
which the entire assembly joined, 
President Bibb read a message from 
the daughter of Thomas B. Frye of 
Keyser, who was to have offered the 


invocation. Mr. Frye, it was learned, 
has been seriously ill for several 
months. In his absence the Rev. A. 


Walton offered the prayer, including a 
blessing for Mr. Frye and other mem- 
bers who were unable to be present 
due to sickness. A formal address of 
welcome was then made by the Hon. 
Floyd Chapman, mayor of Huntington. 

The feature of the first session was an 
address by United States Senator-elect 
M. M. Neely, Fairmont, W. Va., based 
on Roger W. Babson’s recent book “The 
Four Fundamentals of Prosperity.” 
Mr. Neely said that while at the pres- 
ent we may have but little prosperity 
we have had prosperity and will have 
even greater prosperity if we follow 
these four fundamentals which are 
integrity, faith, industry and coopera- 
tion. 

He went on to say that there was an 
appalling lack of industry, that too 
many youths were seeking easy white 
collar employment, and consequently 
had no desire to engage in honest labor 
that might be toilsome. 

He then brought his prosperity ad- 
dress to a close and startled his listen- 
ers with an unexpected denunciation of 
the State gross sales tax, requesting 
that the association go on record as 
favoring a repeal of this law in favor 
of a production tax. The unanimous 
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President Homer Hawker 


approval of delegates followed a motion 
that the association’s legislative com- 
mittee prepare a suitable resolution 
condemning the present gross sales law 
and asking enactment of a depletion or 
output tax on coal, oil, gas and timber, 
these four industries representing the 
four largest interests in the State. Ac- 
cording to Mr. Neely the present stat- 
ute in dispute has increased the taxes 
of the small tax payers at least $1,000,- 
000, has decreased the taxes of gas 
companies and has only slightly in- 
creased the taxes of the larger oil com- 
panies. Such taxation, he said, is a 
gross injustice to retail merchants in 
all lines. 

W. H. Pirrung, chairman of the legis- 
lative committee of the West Virginia 
Hardware Association, presented the 
formal resolution and expressed the 
opinion that it represented one of the 
most important State issues to be con- 
sidered by the association. 


The President’s Address 


The Wednesday session was called at 
9 a. m. Following the group singing 
President Bibb read a paper reviewing 
the work of the association during the 
past year. He thanked the other offi- 
cers and various committees for their 
loyal cooperation and assured the dele- 
gates that he fully appreciated the 
honor that was his in being their execu- 
tive for the past twelve months. He 
cautioned his fellow members to give 
greater attention to selling. In part 
he said: 

“Salesmanship is the most important 
factor in producing satisfactory results 
in any merchandising project. No man 
ever lived who could master the hard- 
ware business in all of its branches and 
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departments. Goods we formerly sold 
are now obsolete in many cases and 
there is always something new being 
introduced, new lines being added, new 
men and new firms coming along. The 
hardware merchant therefore should 
give sales ability more serious thought 
than dealers in other lines. Our lines 
are such that they must be explained 
and often demonstrated.” 

Mr. Bibb advocated store meetings 
where local and individual problems 
could be discussed freely. Such meet- 
ings, he said, should include all em- 
ployees regardless of their capacities. 
Such gatherings would, he said, make 
more and better retail hardware sales- 
men. He estimated that only one out 
of fifty men who enter the hardware 
business become competent salesmen. 
With store meetings as suggested, he 
said, there would be less turnover of 
employees and more turnover of goods. 

In concluding his address President 
Bibb cautioned dealers not to overlook 
the profitable opportunities offered by 
attractive sales windows. He also 
mentioned that more good roads were 
being built, freight congestion was less 
and building was on the _ increase 
throughout the State. 


Report of Secretary-Treasurer 


in his report as secretary-treasurer, 
James B. Carson, Dayton, Ohio, read an 
auditor’s report and informed the dele- 
gates that the West Virginia Hardware 
Association is self-supporting, had 
paid its own way at conventions and 
will continue to be independent as the 
financial condition of the organization 
is very healthy. 

The next feature on the program was 
to have been a question box discussion 
led by former president Walter B. Wil- 
son, Clarksburg, who was unable to at: 
tend because of illness. Secretary- 
treasurer Carson took charge of the 
discussion on the subject, “How to be a 
Success in the Retail Hardware Busi- 
ness.” 


The first question on bookkeeping 
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records brought out no comments but 
the second problem on the expansion of 
trade territory brought out the sugges- 
tion that each dealer make regular 
systematic surveys of his territory in 
order to make sure that he was serving 
it adequately and then seek expansion. 
Mr. Pirrung told of his experiences 
with electrical goods. He got a list of 
Williamson people whose homes were 
wired with electricity and then figured 
out the percentage of people who were 
buying electrical devices from him. 
His figures quickly informed him that 
he had been overlooking a majority of 
prospects, which he immediately went 
out to sell. Mr. Pirrung strongly ad- 
vocated surveys of this nature. 

Mr. Carson then suggested that deal- 
ers augment their sales work by can- 
vassing the farmer. C. H. Casey, 
Jordan, Minn., president of the Na- 
tional Retail Hardware Association, 
suggested that dealers who have been 
getting a fair share of business from 
the farmers should be very cautious 
about putting on a canvasser as it may 
prove itself ‘an unprofitable service. 
Telephone and direct-by-mail solicita- 
tion was then suggested as having less 
affect on the overhead. 

It was then learned that seven deal- 
ers present have been holding store 
meetings every other week. These deal- 
ers recited their experiences with such 
gatherings which apparently have been 
very valuable for all concerned. 


Keeping Stock Records 


The next subject was the keeping of 
stock records. One dealer advocated 
accurate stock records, which the 
buyer could use before placing any 


orders. A perpetual or monthly in- 
ventory augmented by a running stock 
record of highly seasonable items 


would make intelligent purchasing a 
simple matter, he said. Another spoke 
of his own experiences keeping a stock 
record for each department in charge 
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of the department managers. These 
accounts were kept on large cards. If 
goods came in or went out of a certain 
department its manager made a nota- 
tion accordingly. 

Other topics discussed were on spe- 
cial or seasonable sales, good advertis- 
ing, elimination of lost sales, perma- 
nent seasonable displays, attracting 
women’s trade, increase of stock-turn, 
and local cooperation and no credits. 
On the last subject cons-derable evi- 
dence was offered to prove that coopera- 
tion among dealers in the same town 
will quickly eliminate credit difficulties. 


Address of C. H. Casey 


National President C. H. Casey was 
then called on to deliver his message. 
After offering the greetings of the na- 
tional association Mr. Casey went 
directly into his subject of retail hard- 
ware problems. He called attention to 
the present permanent place in retail 
distribution held by mail order houses, 
due to their systematic methods, which 
no dealer can afford to ignore. His 
remedy for combating this outside com- 
petition was greater study by the dealer 
of community needs so that a service 
could be offered in a way that no for- 
eign corporation could supply. This 
requires special analysis and complete 
records, he said, in order to enable a 
merchant to analyze his costs. Such 
records will show whether the selling 
price may be lowered, or, if his costs 
are too high, it will warn him that he 
must either buy more cheaply or ad- 
just his prices. Records will show the 
dealer the goods most in demand in his 
town and will enable a greater stock 
turn. 

“It is,” said Mr. Casey, “a matter 
of common knowledge that in turning 
his stock only about twice a year the 
hardware merchant is not making his 
capital work hard enough. In the East 
where quick deliveries of small ship- 
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ments are possible it should not be im- 
possible for the dealer to reach a stock 
turn of four to five times a year. This 
should be the aim of every first class 
merchant and we all want to be con- 
sidered in that class.” 

Mr. Casey then mentioned a survey 
covering a large number of retail 
stores. He quoted the average sales, 
cost of goods sold, overhead, margin 
of profit, average stock-turn and aver- 
age stock. Taking into consideration 
these same figures, the same sales 
volume, but a doubled stock turn, he 
proved that the stock investment would 
have been half as much, the stock would 
require less storage space, insurance 
and taxes would be less, saving on 
these last two items at least 1.5 per 
cent, more display space would be avail- 
able and the dealer would realize a 
higher profit on his smaller invest- 
ment. The difference in the cost of the 
average stocks could easily be invested, 
he said, to bring in perhaps 8 per cent. 

Dead stock, said the speaker, in- 
creases the cost of doing business and 
eats up the profits from the sale on 
live stock. Continuing, he said: “The 
average consumer is worked up to a 
pitch he has never been before, because 
of the high prices prevailing for every- 
thing he has to buy and the compara- 
tive low prices that the producers re- 
ceive. This is particularly true in all 
agricultural lines.” 

Mr. Casey pointed out that all deal- 
ers were consumers on groceries, cloth- 
ing and other lines and should know 
the consumers angle toward apparent 
high prices. The consumer, he said, 
felt the same toward the hardware 
merchant. Without analyzing the 
situation, Mr. Casey said, consumers 
say “cut out the middle man,” and in 
most cases he knows only one middle 
man and that is his retailer. 


The Consumer’s Viewpoint 


“Placing myself in the consumer’s 
place,” said Mr. Casey, “I am unable 
to visualize the condition that would 
exist in a community without retail 
stores. As retailers we think and feel 
that our place is one of these stops 
that cannot be avoided. 

“T think I can see how we could get 
along, with everyone removed between 
the maker and the retail store, and 
while I am not an advocate of that at 
this time, one sometimes feels that un- 
less some of the fellows in between 
function more efficiently as well as 
more economically that will be the final 
solution. When the jobber’s cost of 
doing business is within one per cent 
of what it costs the retailer, at least 
during the year 1921 when a survey of 
both classes was made, it would seem 
that there must be something wrong. 

“Why should a wholesaler, who is 
supposed to sell in carloads, tons, 
dozens or in original packages, pile up 
a cost or overhead within one per cent 
of the retailer who has to, and does, 
sell each item separately? Retail aver- 
age overhead should be down around 


15 per cent and the jobber’s should be 
about half of that. 
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“Are we, as retailers, demanding too 
much service of those from whom we 
buy? And are we in turn giving too 
much unnecessary service to those to 
whom we sell?” 

In closing Mr. Casey said, “Distribu- 
tion is today on trial and the verdict 
will depend upon how well those en- 
gaged in distribution are able to pre- 
sent their case by increasing efficiency 
and reducing costs.” 


The Question of Insurance 


Roy D. Austin, chief underwriter for 
The Wisconsin Hardware Mutual In- 
surance Co., Stevens Point, Wis., gave 
an address on “Solving Your Insurance 
Problems.” He explained several intri- 
cate phrases common in_ insurance 
policies and outlined the work of his 
organization and its various policies. 
He gave advice on precautions for 
hardware dealers to follow and sug- 
gested that every dealer communicate 
with his nearest insurance inspection 
bureau and get a complete make-up 
schedule on the rate being charged for 
his premises. 

The final session was held Thursday 
morning, beginning with a credit dis- 
cussion led by member W. H. Pirrung, 
Williamson. The question was “Is it 
possible to do a credit business and dis- 
count your bills?” Mr. Pirrung says 
“Yes if you have unlimited capital or 
unlimited bank credit. But is this good 
business?” 

The discussion brought about such 
suggestions as “Adopt a credit rule and 
stick to it,” “Use bank methods on 
credits and extend them only with in- 
terest,” “Do not give a sixty-day man 
thirty day credit,” “Simplify as much 
as possible your credit business and 
have one man in complete charge,” 
“Make your credit customer understand 
fully your credit terms when he buys, 
and you will avoid future trouble.” 

Some one then asked for definitions 
on promissory and negotiable notes. 
The explanation offered was that a 
promissory note promised the payment 
of a stated amount at a certain time, 
but no place given. The negotiable 
note is payable at a stated place. A 
suggestion was then made that the 
farmer should be given special credit 
because of the nature of his business, 
but that the salaried man should pay 
cash or at least promptly. 


Martin L. Pierce Speaks 


An address on “The Relation of Turn- 
over to Profit,” by Martin L. Pierce, 
research and promotion manager, 
Hoover Suction Sweeper Co., North 
Canton, Ohio, came next. He said in 
part: 

“We see a halting of the mail order 
house, due to organized effort of hard- 
ware dealers of the United States. 
There are four ways that the hardware 
dealer might follow to increase his 
profits and expand his business. The 
first is by increasing the number of 
sales. We look for 35 per cent more 
business in all lines this year. In- 
creased mark-up is a second method 
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but a poor one wi.h a very limited field. 
Reduced overhead is the thrid pos- 
sibility. Salaries to your staff cannot 
be cut, they are low enough now and 
it is not likely that your rents will go 
down. Therefore the fourth and best 
thought to consider is increased turn- 
over which is the most successful way 
to expand your business.” 


Address of Captain Gorby 


Capt. John W. Gorby, director of pub- 
licity, Cyclone Fence Co., Waukegan, 
lll., was the next speaker. His first 
comments were in approval of the 
credit discussion earlier in the season. 
Taking up his subject on merchandis- 
ing and advertising, Captain Gorby said 
in part: 

“Don’t use negative selling methods 
and expect positive results. When you 
sell, smile no smirk, but show a desire 
to help and serve people. Get your 
man cheerful then he is in a buying 
state. Furnish him with cheerful facts 
that affect his business or convenience. 
Salesmanship is the art of discovering 
the needs of humanity and satisfying 
this need adequately and completely. 

“Read your trade papers each week. 
They bring a convention to you in eacn 
issue. Keep accurate records. Build 
up a loyal, systematic and enthusiastic 
organization by offering a cheerful en- 
vironment. Make your customer feel 
like an invited guest. Make your ad- 
vertising cover a number of years not 
merely the present day.” 


Election of Officers 


The nominating committee then 
offered through its chairman, C. M. 
Love, Huntington, the following ticket— 
Homer Hawker, Shinnston, for presi- 
dent; Charles P. Moore, Ravenswood, 
first vice-president; Robert S. Kuyken- 
dall, Moorfield, second vice-president; 
and James B. Carson, Dayton, Ohio, 
secretary-treasurer. The ticket was ac- 
cepted in the regular way, and retiring 
President Bibb handed over the gavel 
to President Hawker, who expressed 
his appreciation of the honor conferred 
upon him. Various committees were 
then announced and the convention was 
brought to a close. 

In addition to the business sessions 
there were two large entertainment 
features offered for members and their 
families. A theater party at the Hunt- 
ington Theater attracted more than 600 
people, and the annual dance in the 
ballroom of the Hotel Frederick was 
attended by at least 200. The exhi- 
bitions were closed during the sessions 
but reopened following each business 
meeting, closing at 9 p. m. each of the 
three days. The exhibits were very 
attractive and delegates and the public 
took full advantage of the opportunity 
to inspect the various hardware lines 
shown. 

A staff meeting was held after the 
final business session and it was decided 
to hold the 1924 convention in Hunt- 
ington, Jan. 15, 16 and 17, 1924. Dele- 
gates for the next national convention 
will be Homer Hawker and W. H. Pir- 
rung. 
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Conservative Optimism the Indiana Keynote 


Simplification and Decimal Pricing and 
Packing Indorsed at Indianapolis 
—George A. Jones, President 





Left to right: Field Secretary C. W. Helgerson, Argos; President George A. Jones, 
Peru; Retiring President B. G. Shanklin, Frankford, and Secretary G. F. Sheely, Argos 


HE best convention of the Indiana 

Retail Hardware Association, in 

point of attendance and exhibits, 
held in years, was held Jan. 30 to Feb. 2 
at the Cadle Tabernacle, Indianapolis, 
Ind. Total registration, as given out by 
Secretary C. F. Sheely, was over 1200, 
and there were 800 hardware dealers in 
attendance. This year the convention 
and exhibit were housed in the same 
building. The display facilities were 
much better than those usually enjoyed 
and the large stage was used for the 
convention meetings. 

All exhibits were open. during the 
entire morning. There were no morn- 
ing convention sessions, and so the 
dealers had ample opportunity to view 
the merchandise on display and place 
their orders. Exhibitors closed their 
booths during the three afternoon con- 
vention sessions and then reopened 
them after the meetings. This plan 
met. with a great deal of success, and 
satisfaction was expressed on all sides 
as to the arrangement. 

During the Thursday session the 
following officers were elected: 


President, George A. Jones, Peru; 


First Vice - President, 
G. E. Daugherty, 
Princeton; Second 
Vice-President, H. E. 
McGee, Winchester ; 
Treasurer, Charles E. 
Hail, Indianapolis. 
Executive Committee: 


Lloyd W. Slayter, Ar- 
gos; V. J. Barker, Con- 
nersville; S. G. Bartel, 
Evansville. Advisory 
Board: B. G. Shank- 
lin, Frankfort; D. 
Wray DePrez, Shelby- 
ville; A. G. Broadie, 
Williamsport. Dele- 


Back row: National President C. H. Casey; 
Ind.; E. M. Healey, Dubuque, Iowa, past president National Ass’n. 
row: Mrs. BE. M. Healey, Mrs. C. Cadwell, Chicago, and Capt. John W. Gorby, 


gates to the National Convention: 
A. S. Gronemeir, Mount Vernon; al- 
ternate, W. W. Robb, New Harmony; 
C. H. Ahlbrand, Seymour; alternate, 
J. C. Grimes, Milan; E. F. Madinger, 
Indianapolis; alternate, K. G. Whitney, 
Indianapolis; I. O. Reinoll, Kendall- 
ville; alternate, W. C. Miller, Akron. 

The program was unusually strong 
and, with the large attendance, much 
enthusiasm was shown throughout. 
The first convention session was called 
on Tuesday afternoon, Jan. 30. Presi- 
dent B. F. Shanklin, Frankport, Ind., 
called the session to order, and, after 
the singing of “America,” H. C. Heldt 
offered the invocation. 


Shanklin Sees Better Times 


The address of the President was well 
received and considered by many deal- 
ers to give the keynote of the conven- 
tion—optimism. He said that dealers 
were more optimistic than they were a 
year ago, and despite various strikes 
and hindrances to business, the ma- 


jority had had a fairly prosperous 
year. He also stated that labor 
throughout the State was well em- 





Cyclone Fence Co., Waukegan, Ill. 


W. L. Hubbard, 


ployed at good wages and produce 
prices now enabled the farmer to re- 
enter the field as a purchasing factor. 
Mr. Shanklin warned manufacturers 
against further advances which would 
undoubtedly bring about another buy- 
ers’ strike due to the large spread be- 
tween produce prices and merchandise 
prices. He asked manufacturers to sit 
tight and to keep prices as steady as 
possible. Dealers were urged to keep 
well-selected stocks and not to buy 
heavily beyond the first six months 


Group Meetings Praised 


The work of the Indiana association 
in group meeting work during the 
past year drew praise from President 
Shanklin. He stated it was one of the 
best association services and had much 
to do with bringing the hardware re- 
tail trade to the front as the leader in 
retail associations. The simplification 
of sizes, varieties, styles and numbers 
was indorsed, and he asked all mem- 
bers to read Congressman Sidney An- 
derson’s report on the retail trade, 


which shows hardware retailers are not 
profiteers. 


E. M. Healey, Du- 
buque, Iowa, past presi- 
dent of the National 
Retail Hardware Asso- 
ciation, was then intro- 
duced and had a few 
words for the members 
along the line of his 
talk given the week be- 
fore at the Kentucky 
convention. He also 
asked the members to 
get the young people of 
the store interested in 
association work and to 
bring them up in the 
way they should go. 





Scottsburg, 
Front 
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Back row: T. A. Caroll, E. C. Atkins & Co.; W. W. Davison, Harrison, Ohio; 


D. A. Reilly, Baldwin Tool Works. 
Ray Van Camp and C. B. Crets, 


Captain John W. Gorby of the 
Cyclone Fence Co., Waukegan, IIl., told 
the dealers about the “Importance of 
Stock Turn and How to Increase It.” 
This talk was decidedly to the point 
and was very much appreciated by the 
members. He stated that the catalog 
houses were beginning to show un- 
usual gains and it behooved the retail 
merchant to keep a clear eye in this 
direction so he would not be losing 
business. 

Captain Gorby said that if the re- 
tail dealer would let the jobber do his 
warehousing for him and would only 
order goods just as they were needed 
that business could be increased from 
10 to 15 per cent. 

There are seven things for a re- 
tailer to do to increase his turnover, 
said Captain Gorby: 1. Sell in larger 
quantities; 2. Sell larger sizes; 3. Edu- 
cate the trade to using better merchan- 
dising; 4. Companion sales, that is, 
where one sale suggests another; 5. 
Stress seasonal merchandise; 6. Put 
on new and profitable lines; 7. Bar- 
gain sales. 

He also showed that 90 per cent of 
the sales in the hardware store are 
made from 43 per cent of the stock and 
urged the cutting down of the slow- 
selling items. Another striking state- 
ment was that 95 per cent of all un- 
departmentized stores were losing 
money. He suggested the following 
remedies: Locate the losing depart- 
ment on a basis of actual records. Re- 
duce the investment which releases 
money, floor space, shelf room for 
other quicker selling goods. Increase 
the mark-up so that sales will show a 
larger net profit. Sometimes it may 
be policy to reduce mark-up, but this 
should be determined from actual rec- 
ords. Revise the merchandise or elim- 
inate the department entirely if attrac- 
tive displays, salesmanship and ad- 
vertising do not make the goods show 
a profit. 


Budget of Expenses Offered 


Most of the dealers took home with 
them Captain Gorby’s distribution of 
expenses based on a 20 per cent of do- 
ing business. This table is as follows: 
Rent, 3.41 per cent; salaries, 10.11 per 
cent; supplies, 00.6 per cent; delivery, 
0.91 per cent; advertising, 1.12 per cent; 
bad debts, 0.31 per cent; heat and light, 


Front row: F. P. Duncan, Gosport, Ind. ; 


Van Camp Hardware & Iron Co. 


0.48 per cent; general supply, 3.01 per 
cent; insurance and taxes, 0.99 per 
cent; depreciation and shrinkage, 0.52 
per cent; a total of 20.41 per cent. 


Casey on Changing Conditions 


National President C. “H. Casey 
spoke on “Changing Conditions.” Mr. 
Casey also refered to the gains made 





Treasurer C. E. Hall, Indianapolis, Ind.; 
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the ‘merchant could cary on business 
without middlemen, but also said that 
he could not understand why the job- 
bers’ overhead or cost of doing business 
was within 1 per cent of the retailers’ 
costs, especially as the jobber distrib- 
utes and buys on a very large scale 
compared with the retailer. Mr. Casey 
urgea tne cutting out of any unneces- 
sary expense that would enable the re- 
tailer to compete against the forces 
combating him in his home field. 
Indianapolis dealers closed up their 
stores on Wednesday afternoon and 
turned out in full force to the conven- 
tion. After the memoers were seated 
the Indianapolis delegation marched in 
to the tune of whistles and much 
racket and applause from the conven- 
tion. They then took charge of affairs 
and produced some opera singers and 
comedians who made a decided hit. 


Report of Secretary Sheely 


G. F. Sheely the well-known In- 
diana secretary, made a very complete 
report of the association activities dur- 
ing the past year. 


He stated that the 





C. B. Frame, North Manchester, 


Ind.; A. G. Broadie, Williamsport, Ind., and Albert DePrez, Shelbyville, Ind. 


by the catalog houses and the manner 
in which they had established them- 
selves as a permanent factor in the 
business world. 

He suggested an intensive study of 
present conditions and the use of all 
methods which will serve to make bet- 
ter merchants. Stock turn was also 
discussed, and Mr. Casey showed the 
convention that the average retail 
hardware store of the country sold 
$51,000 worth of hardware last year 
with only an actual net profit of $53.87. 
The stock turn averaged 2.14 times, 
and Mr. Casey said had dealers turned 
their stock double the number of times 
that the average net profit would have 
reached over $2,000 instead of $53.87. 

He stated that he did not see how 


membership now totalled over 1030, 
with a substantial increase during the 
last year. He said that the Indiana 
stores averaged only $47,000 gross 
business in 1922 and sales per sales- 
man were $12,000, all of which were 
slightly lower than the figures for the 
entire nation; however, the stock turn 
in the State was 2.15 times, against 
2.13 for the whole country. He urged 
dealers to cut overhead and increase 
sales. Decimal pricing and packing 
was approved, group meeting plans 
were outlined and other functions of 
the association discussed. 


Question Box Opens Lively Discussions 


The question box sessions, or “Busi- 
ness Topics,” as they were called upon 





A. S. Vaughan 
and Gus Ruhl- 
ing, Vaughan & 
Bushnell Mfg. 
Co., Chicago, 
and George C. 
Graber, Lilly 
Hardware Co.; 
Indianapolis, 
Ind. 
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the program, drew much _ interest. 
Many merchants came to the conven- 


tion prepared to tell their plans and | 


experiences and also put before the 
convention the questions upon which 
they wanted information from their 
brother dealers. E. M. Healey led 
most of the discussions and was as- 
sisted by V. J. Barker of Connersville 
and E. Barrott of Lawrenceburg. 

As announced by the president, the 
prize attraction was Horatio S. Earle, 
North Wayne Tool Works, Detroit, 
Mich., whose place on a program al- 
ways insures a full attendance. Over 
1000 dealers and their salesmen came 
to hear Mr. Earle, and he sent them 
home happy and full of many fine 
thoughts. His talk, “Peptimistic Act- 
omism,” was full of both “pep” and 
action. He urged the dealers to work 
and to interest themselves in every- 
thing in their community, from church 
to schools. In their stores he asked 
them to make attractive show windows, 
advertise, and take an interest in their 
help. 

Mr. Earle said that it was a good 
business policy to keep informed of the 
new merchandise on the market and 
stock it just as soon as possible. In 
cther words, he cautioned dealers from 
becoming antique dealers. 

The panner year will come in 1924, 
said Mr. Earle. He drew compari- 
sons of conditions after the Civil War 
and the World War, showing that we 
were traveling much the same way now 
as in 1865, and said by 1924 the farmer 
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J. A. Palm, Geo. Worthington Co.; K. G. 
Huntington, and Horatio 8. Earle, 


would again be back on his feet and 
we would enjoy the full prosperity that 
we have all been watching for since 
the upward turn of conditions a few 
months ago. 


High Closes Sessions 


The Thursday afternoon session 
closed the meetings. After the pre- 
liminary opening of songs under the 
leadership of C. W. Helgerson and E. 
M. Healey, the reports of the various 
committees were heard. It was voted 
to amend the by-laws to permit retired 
dealers and those no longer connected 
with the hardware business to retain 
their membership for one-half the reg- 
ular dues. 

After the election of officers Fred 
High of Chicago delivered his talk on 
“Making Service Pay.” Mr. High de- 
livered the address he had given at the 
Louisville convention the week pre- 
vious, and needless to say, it went over 
just as big with the Indiana dealers as 
it did with the Kentuckians. 
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Whitney, Indianapolis; O. E. Geedy, 
North Wayne Tool Works, Detroit 

The resolutions were practically the 
same as adopted at other conventions 
this year and dealt with association 
ideals, distribution costs, community 
development, decimal pricing and pack- 
ing, simplification and stock turnover. 

The crowning session and the one 
which sent everybody home with a feel- 
ing of pride in his own State and assv- 
ciation was the big banquet held in the 
Riley Room of the Claypool Hotel on 
Thursday evening, Feb. 1. As the 
splendid dinner was in progress a nov- 
elty orchestra kept the guests inter- 
ested and amused. Then the program, 
for which the Indiana retailers are 
famous, started. Comedians, dancers 
and comedy sketches got everybody on 
their toes. The speaker of the evening 
was “Bill” Herschell, “Indiana’s Riley 
of Today.” “Bill” knows people, he 
knows hardware dealers, and he read 
them some of his poems that had them 
laughing one minute and looking for 
their handkerchiefs the next. Needless 
to say, the whole evening was a success. 








Mr. Sellmore Hardware Finds a Way to Increase Business 
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Texas Hardware and 
Implement Association 
Also Touches on Tax 
Legislation and Price 
Advances at Dallas 


Convention 


vances, tax legislation and re- 

tailing by wholesalers were the 
subjects uppermost in the minds of 
those who attended the annual con- 
vention of the Texas Hardware and 
Implement Association, which was held 
at Dallas, Jan. 23-25. In view of the 
fact that the convention marked the 
twenty-fifth, or silver, jubilee anniver- 
sary of the organization, there was a 
goodly attendance on hand, there being 
more than 800 present during the sev- 
eral sessions. Interesting addresses 
were delivered and many concrete sug- 
gestions for improving business were 
made. All in all, the convention was 
of a high order and thoroughly con- 
structive in every way. 

The convention opened Tuesday 
morning, Jan. 23, in the junior ball- 
room of the Adolphus Hotel, and one 
of the first actions taken was to send 
a telegram of greeting to Captain W. 
H. Richardson, founder of the organ- 
ization, who still actively manages a 
hardware store at Austin, Tex., the 
State capital, despite the fact he is 
eighty-five years old. 

Addresses of welcome were made by 
city officials, by W. I. Bogardus on be- 
half of the Dallas Hardware and Im- 
plement Club, and also by D. D. Peden 
for the Texas Hardware Jobbers’ Asso- 


T HE possible effect of price ad- 
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The Texas Hardware and Implement Association 


Texas Retailers Condemn 


ciation, while responses were made by 
Will Leslie of Sherman and Sam L. 
Randlett of Lancaster. 

The convention took early action with 
reference to pending taxes and the al- 
leged growing disposition of the job- 
bers to dabble in the retail trade. A 
joint resolution on these subjects was 
passed unanimously. By its terms the 
association bid its legislative commit- 
tee watch measures at Austin, the 
State capital, with especial reference 
to the’ sales tax law and a number of 
other bills which in their judgment 
will be hurtful to the best interest of 
the State. The semi-retailer evil was 
heartily condemned as being against 
the interests of the retail hardware 
trade. 


Tax Legislation 


In line with the pending tax legis- 
lation, it was noted that Texas legis- 
lators are attempting a State sales tax, 
a tax on intangible assets, an addi- 
tional income tax to that assessed by 
the Government, taxes on motion 
pictures and other amusements, oil, 
soft drinks and retail sales of gasoline. 
One tax, that of 2% per cent on crude 
oil production, already has_ been 
passed, and it is stated that a number 
of the other measures, which seek to 
replenish the treasury, have excellent 
prospects of passing. 

Several speakers before the conven- 
tion took tax matters as their subjects. 
IF. A. Heitman of Houston, president 
of the National Hardware Jobbers 
Association, said that the wholesaler 
and retailer had enough tax burdens at 
present, and that this condition was 
making business lag. Mr. Heitman 
also attacked the anti-trust bill now 
pending at Austin, declaring that 
enough mischief had been created 
through the Sherman act by the Na- 
tional Congress. 

D. D. Peden, president of the Texas 
Hardware’ Jobbers’ Association, also 
scored the pending taxation measures, 





asserting that the jobber must pass the 
burden on to the dealer and the dealer 
in turn, if he is to exist, must simply 
add it to the cost of the article. Mr. 
Peden made an optimistic statement, 
however, when he said that hardware 
sales for the first half of January, 
1923, were greater, in Texas, than for 
any other similar period. 

Interesting sidelights on how to con- 
duct a hardware establishment were 
given during an address by Captain 
John W. Gorby of the research depart- 
ment of the Cyclone Fence Co., Wau- 
kegan, Ill. 

The hardware and implement dele- 
gates were urged by Walter Peteet of 
the cooperative marketing department 
of the American Farm Bureau Federa- 
tion to assist in the move for coopera- 
tive marketing. He said this latter 
move practically meant salvation for 
the American farmer, for it installs a 
firmer foundation and gives him a sure 
market for his products. 

Short addresses on “The Hardware 
Business in Texas Twenty-five Years 
Ago” were made by T. M. Cullum of 
the Cullum-Boren Hardware Co. of 
Dallas, J. C. Duke of the John Deere 
Plow Co. and Colonel R. L. Penick of 
Stamford. A rather longer address 
on this same subject was made by 
Colonel A. B. Taber, a charter member. 


Officers for 1923 


When the time came for the election 
of officers Bert Beall, Greenville, Tex., 
first vice-president of the association, 
was named president, sutceeding Sam 
Crowther of San Angelo. Other offi- 
cers elected were: T. C. Thompson, 
first vice-president; Bland Smith of 
Bonham, Tex., second vice-president; 
A. M. Cox, secretary, Dallas. The fol- 
lowing were named as directors: O. B. 
Hocker of Clarksville, Carl Monk of 
Nacogdoches, John T. Day of Hamlin, 
Sam L. Randlett of Lancaster, J. C. 
Ross of Austin, Hugh Smith of Has- 
kell, T. B. Sammons of Mission, Avery 
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in convention assembled, Adolphus Hotel, Dallas 


Retailing by Jobbers 


Dowell of McKinney and H. B. Nichols 
of Robstown. On the advisory commit- 
tee: Sam Crowther, Sam Angelo, re- 
tiring president; Oscar Rea, Clifton; 
Will Leslie, Sherman. 

The Texas Hardware and Implement 
Mutual Fire Insurance Association, an 
auxiliary of the main body, reelected 
O. E. Schow as president and secre- 
tary; W. B. Oliver, assistant secre- 
tary; S. T. Harrison, vice-president; 
Paul Kelly, treasurer. The executive 
committee was chosen as follows: O. 
E. Schow, Bland Smith and A. L. 
Smith. Board of directors: O. E. 
Schow, S. T. Harrison, Bland Smith, 
T. H. Jones, A. L. Smith, San Crow- 
ther, S. J. Kennerly, Paul Kelly and 
Avery Dowell. The association made 
a splendid record in 1922, adding much 
new insurance on its books. 


Interesting Question Box 


The question box sessions proved 
helpful in the extreme. All sorts of 
questions were asked and one delegate 
even went so far as to ask what to do 
about “the boll weevils down his way.” 
In discussing the relative importance 
of table displays, as compared with 
high shelves, it was ascertained that 
the delegates were evenly divided on 
the subject. 

Convention speakers were limited to 
thirty minutes, and some speakers took 
less time than that. The rule was 
varied in a few instances, in particular 
for Governor B. A. McKinney of the 
Federal Reserve Bank of Dallas, who 
told of large increases made in 1922 in 
the cotton crop, agricultural products 
and the hardware and implement bus:- 
ness. At the close of Governor Mc- 
Kinney’s address a resolution indors- 
ing the work of the Federal Reserve 
System was adopted. The resolution 
lauded the institution and declared 
that it had helped to tide the country 
over when a_ great upheaval was 
threatened, closing with the words, 
“Politicians and a few organizations 


are trying to break down this institu- 
tion, but we are of the opinion that it 
is one of the masterpieces of legisla- 
tion.” The association also indorsed 
resolutions sent out by the National 
Retail Hardware Association on asso- 
ciation ideals, decimal pricing and 
packing, distribution costs, community 
development, stock-turn and simplifica- 
tion. 


Hamp Williams Speaks 


A hit of the convention was a talk 
by Hamp Williams of Hot Springs, 
Ark., vice-president of the National 
Hardware Dealers’ Association, who 
told of a business building stunt he had 
recently accomplished. The Western 
Union Telegraph Company discontin- 
ued giving the correct time to telephone 
subscribers, and Mr. Williams seized 
on the opportunity, had an electrically 
regulated clock installed, and adver- 
tised that “Hamp Williams would tell 
you the time; simply phone No. 75.” 
He declared that the stunt as a busi- 
ness builder was without parallel and 
that it cost little or nothing. 

Donald McDonald, secretary of the 
B. F. Avery & Sons of Louisville, Ky., 
in an address before the convention 
said that the move to standardize farm 
implements would not only injure the 
trade but the farmer as well. 

The association then went on record 
as favoring the designs of the newly 
organized Texas Fish and Game Con- 
servation Commission, which is seek- 
ing to stop the indiscriminate slaugh- 
ter of game and fish. A _ representa- 
tive from that organization told the 
delegates that a closed season on game 
would not accomplish anything, but 
that rigid enforcement of a reasonable 
law would. 

Dean A. J. Kyle of the Agricultural 
and Mechanical College, pleaded. for 
adequate support for the college, which 
plea was indorsed by a resolution to 
that effect. Harry G. Black of the 
Black Hardware Company, Galveston, 
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Question Box and 
Interesting Addresses 
Feature Twenty-fifth 

Annual Conclave— 

Birt Beall Elected 

President 


Texas, stressed the importance of a 
well gotten up catalog for the jobber, 
while Judge J. M. McCormick dis- 
cussed “Women’s Rights Under the 
Law.” Charles A. Vivroux, dealer of 
Seguin, talked on “What the Farmer 
Expects of His Hardware and Lmple- 
ment Dealer,” while E. G. Hutchins of 
Deport spoke on “The Effect on Busi- 
ness of Price Advances During 1923.” 
Floyd R. Peters addressed the con- 
vention on “Vocational Agricultural 
Teaching in the High Schools.” Will 
Leslie of Sherman chose “The Advan- 
tages of District Meetings” as his sub- 
ject, while D. K. Cason of Nacogdoches 
spoke on “The Dealer’s Relations to 
His Banker.” The addresses were all 
to the point and were well received. 

An elaborate entertainment feature 
in the form of a dinner and cabaret 
was provided for the delegates Wednes- 
day night, Jan. 24. The hosts were the 
Dallas Hardware and Implement Club 
and the Texas Hardware Jobbers’ As- 
sociation. There were shopping tours, 
matinées and luncheons for the ladies 
in the group. All in all, the silver 
jubilee convention of the Texas Hard- 
ware and Implement Association will 
go down in history as the greatest ever 
held in the State of Texas in point of 
business accomplished and in entertain- 
ment features as well. 





Secretary A. M. Cor 
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TRADE PAPERS GIVE 
THE OTHER FELLOW’S 


POINT OF VIEW | 


Manager Save the Surface Campaign 
Urges Toledo Hardware and Paint 
Men to Do More Reading 





In an address before the joint meet- 
ing of the Hardware Club, ‘Master 
Painters’ Association, and Paint and 
Varnish Club at Toledo, Ohio, Jan. 18, 
Arthur M. East, business manager of 





store of experience, by making another 
man’s experience ours. How can we be 
sure of getting this added experience, 
except through the trade papers? 

| “If we do not read our trade journals 
| out of pure selfishness to learn all we 
| can, have our work made easier and our 
jobs and profits better, we ought to sup- 
port them out of a decent sense of grat- 
itude for the constructive educational 
work they are doing. 

“The trade papers are boosters for 
our business in general, and, therefore, 
for every firm in particular. Their in- 
fluence is always at work and nearly 
always it is exerted toward the better- 
ment of conditions and the upbuilding 
of business along the safest, most prac- 
tical, well-proved lines. These publica- 
tions generate enthusiasm, stimulate 
| healthy competition and are always 
working to promote the giving of full 
values to customers as the surest way 
to success for any business. 

“Subscribe to the trade papers, read 
them regularly. The man who neglects 
his trade papers loses money by it.” 





P. Elmer Cooper Dies 


P. Elmer Cooper, sales representative 
of Abbey & Imbrie, manufacturer of 
fishing tackle, 97 Chambers Street, New 
York, N. Y., died on Jan. 10 at his home 
in Brooklyn, N. Y. Mr. Cooper first be- 
came associated with Abbey & Imbrie 
as a boy and worked his way up through 
the various departments, representing 
the company on the road for the last 
fifteen years. 

















Arthur M. East 


the Save the Surface campaign, de 
scribed the evolution of cooperation in 
the paint trade and urged everyone to 
read trade journals as one of the twelve 
important things to be done to “make 
1923 the greatest paint and varnish 
year.” 

“The trade journals,” said Mr. East, 
“do much more than give the news of 
the trade and the news of the men in 
it. They do more than merely keep us 
informed about new sales plans and 
products. They give us the other fel- 
low’s point of view and the other fel- 
low’s experience. The business man or 
salesman who doesn’t read the trade 
papers isn’t keeping up with the pro- 
cession. This means us—you and me— 
no matter what our special jobs are. 
All of us can learn something about our 
business by keeping in touch with its 
developments. 

“There are many old problems in 
every business and new ones come up 
for solution with astonishing frequency. 
To know how these problems are solved 
by other people is to simplify them for 





Texas Jobber to Extend Territory 
to Mexico City 


Juan F. Silva, president the Mexico 
Hardware Co., El Paso, Tex., says that 
the company will extend its jobbing 
business as far south as Mexico City in 
the near future. Heretofore the com- 
pany only worked as far south as Tor- 
reon. Jose B. Mirago, an experienced 
hardware salesman, will travel out of 
the Ciudad Juarez branch in the terri- 
tory recently added. 





Barber Sales Manager 


Chicago Varnish Works 


Gordon Barber has been appointed 
trade sales manager of the Chicago 
Varnish Works. 
as sales manager of the duPont Paint 
& Varnish Co. at Minneapolis, Chicago, 
Pittsburgh and New York. 





Walworth Absorbs Rivitz Co. 


The business and property of the 
Hiram Rivitz Co., wholesale plumbing, 
heating and factory supplies, Cleveland, 
Ohio, was taken over Feb. 1 by the 
Walworth Ohio Co., a subsidiary of 
the Walworth Mfg. Co., Boston, Mass. 
S. R. Mitchell is the vice-president and 
general manager of the new Walworth 
unit, and William M. Mickleborough, 





ourselves; virtually, it adds to our own 


assistant treasurer. 


Mr. Barber has served | 


Metropolitan Ass’n. Combats State 
Compensation Insurance 


At the regular meeting of the Metro- 
politan Hardware Association, at the 
Hardware Club, 253 Broadway, New 
York City, on Jan. 26, a resolution 
was adopted urging the defeat of the 
Downing-Campbell bill introduced in 
the New York State Legislature, com- 
pelling the placing of compensation in- 
surance with the State Bureau, and 
thereby destroying competition on the 
part of established insurance com- 
panies. The resolution opposed the bill 
on the ground that it would create a 
monopoly and be contrary to the best 
interests of the public. John J. Snyder, 
ex-president of the New York State 
Retail Hardware Association, and chair- 
man of the special committee on insur- 
ance of the Metropolitan Hardware As- 
sociation, introduced the resolution. 





Gladiator Mfg. Co. Takes Over 
Standley Mfg. Co. Line 


The Gladiator Mfg. Co., Auburn, Ind., 
manufacturers of “Gladiator” automo- 
bile utilities, has taken over the busi- 
ness of the Standley Mfg. Co., Boone, 
Iowa, and is now manufacturing and 
marketing its line of luggage carriers, 
outing chairs, outing tables, radiator 
covers and other items. A new catalog 
has been completed and the full line is 
described and illustrated for the benefit 
of the jobbing trade. In addition, the 
company is making the patented hood 
latches and windshield wipers and 
other auto accessory items formerly 
manufactured by the White Products 
Co., recently absorbed. 





Richards-Wilcox Mfg. Co. Opens 
Omaha Branch 


The Richards-Wileox Mfg. Co., 
Aurora, Ill., has recently opened a 
branch in the City National Bank Build- 
ing, at Omaha, Neb. This branch is in 
charge of F. J. Daugherty, who has 
been with the company for some time 
and is well known to the hardware 
trade throughout the state of Nebraska 
and adjacent territory. 


Hamp Williams Celebrates 
27th Anniversary 


The Hamp Williams Hardware Co., 
Hot Springs, Ark., celebrated its twen- 
ty-seventh anniversary on Feb. 1. The 
company’s original store, started with a 
capital of only $775, was located within 
a block of the present building. 


New duPont Distributor 


The Central Cement & Supply Co., 
Mobile, Ala., has been made distributor 
for the complete line of duPont paints 
and varnishes. The company has re- 
cently opened an attractive retail paint 





store in Mobile. 
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Old Cambridge Hardware Firm Sold 


The Central Square Hardware Co., 
Cambridge, Mass., which has been con- 
trolled by Hiram’ W. Colton for the 
past forty-eight years, has been sold 
to Samuel W. Kingman, Arthur F. O. 
Cederstrom and Evan W. Smith, who 
will continue to operate it under the 
old name and at the same location. 

The new owners are well known in 
New England hardware circles. Mr. 
Kingman was formerly in charge of the 
cutlery department of J. B. Hunter, 
Boston; Mr. Cederstrom was with the 
Standard Plate Glass Co., and Mr. 
Smith was with Carpenter Morton Co. 

Mr. Kingman has been elected presi- 
dent of the company, which took over 
the business Jan. 1. Mr. Colton took an 
important part in the development of 
the New England Retail Hardware As- 
sociation, of which he is a past presi- 
dent, and is planning a business trip to 
the Pacific Coast. 





New Store Opened at West 
Union, Iowa 


The new hardware and harness store 
of N. G. Groff at West Union, Iowa, 
was opened Jan. 27. The doors of the 
store were opened to the public at 10 
a.m. Every woman entering the store 
during the day received a carnation. 
Many special bargains were offered, par- 
ticularly in the line of household ap- 
pliances. 

Of special interest was the 
knife sale. At 11 a. m. pocket 


ocket 


first fifty people to enter the store 
were handed a bill good for 50 cents 
in trade in the store. The new store 
will do business under the name “N. G. 
Groff Hardware Company.” 





Ohio Store Changes Name 


E. M. Matthews and Frank Morton 
have acquired a half interest in the 
hardware firm of Wilson & Matthews, 
Mount Gilead, Ohio, and the business 
will hereafter be conducted under the 
name of the Wilson & Matthews Co. 
The new partners have been associated 
with the store for several years. 





Convention 


Richards-Wilcox Sales 


The annual sales convention of the 
Richards-Wilcox Mfg. Co., Aurora, IIl., 
held Jan. 2-5, inclusive, was attended 
by branch managers and salesmen from 
all parts of the country. The reports 
of salesmen indicated that a larger 
volume of business is expected this 
year. 





Pittsburgh Plate Glass Co. to 
Expand 


The Pittsburgh Plate Glass Co. has 
bought the foundry and machine shop 
of Yost Bros., at Creighton, Pa., and 
will use the ground for additions to its 
plate glass works at Creighton, which 
is now one of the largest plants owned 
by the company. 


nives | 
were put on sale at 49 cents each. The | 





John B. Govan Dead 


John B. Govan, sales manager, Pike 
Mfg. Co., Pike, N. H., died recently at 
the age of fifty-three. His death came 
very suddenly with an acute attack of 
heart trouble. Mr. Govan joined the 
Pike Mfg. Co. in 1909 as assistant 
cashier, became assistant sales man- 
ager in 1913 and in 1915 took full 
charge of the sales department. 

Mr. Govan was very active in local 





John B. Govan 


and State Masonic work and held of- 
fices in both branches. He was also 
very much interested in community af- 


fairs. business associate says of 
Mr. Govan: “A thorough gentleman al- 
ways. His character and scholarly at- 


tainments made him a marked man in 
this community, and his loss is indeed 
a very sad one.” 





Chicago Auto Show 


Had 300 Accessory Exhibits | 


The twenty-third National Automo- 
bile Show opened in Chicago on Jan. 27 
to record crowds. Three hundred and 
fifty cars were displayed and three hun- 
dred accessory exhibits were shown. 
The exhibition was held at the Drake 
Hotel, the Coliseum and the Annex. 





Washing Machine Information 
by Radio 


A lecture, having as its subject the 
health and labor saving possibilities of 
the washing machine, was broadcasted 
by Sam T. White, president of the 
White Lily Mfg. Co., manufacturer of 
washing machines, Davenport, Iowa, 
on Jan. 13, from Radiophone Station 
WOC, Davenport, Iowa. 





The E. Mansfield Co., Orono, Me., 
cant-dogs, has been purchased by Snow 
& Nealley Co., Bangor, Me., hardware 
and lumber supplies, 


| Mass., 
| store in Plymouth in the near future. 





PERMANENT INJUNCTION 
ISSUED IN GLASS CASE 


Court Prohibits Wage Agreements 
and Abolishes Two Period Plan 
of Factory Operation 





Maintaining that the two period plan 
of operation and the wage agreements 
entered into between window glass 
manufacturers and workers are in vio- 
lation of the Sherman anti-trust law, 
Judge D. C. Westenhaver, sitting in the 
United States District Court at Cleve- 
land, Ohio, Feb. 2, issued a permanent 
injunction restraining members of the 
National Association of Window Glass 
Manufacturers and the National Win- 
dow Glass Workers from continuing 
their wage agreement after March 1, 
and ordering the abolishment of the 
two period plan in operation in hand- 
blown glass factories of the country. 

Several thousand workers and fifty- 
six plants producing hand-blown glass 
in Pennsylvania, West Virginia, Indi- 
ana, Illinois, Kansas, Oklahoma, Louisi- 
ana, Arkansas and Ohio are affected. 

The ruling held that the two-period 
plan, under which half of the plants are 
idle while the other half are in opera- 
tion, violates the Sherman anti-trust 
law in that it curtails production and 
boosts prices. 





New England Trade Notes 





U. Hatch, general sales manager 


Millers Falls Co., Millers Falls, Mass., 


tools, is on an extended business trip to 
the Pacific Coast. 





A. Sherman, who has operated a re- 
tail hardware store at North Plymouth, 
contemplates opening a new 





New Cutlery Incorporation 


The Fly Lock Knife Co., Inc., Bridge- 
port, Conn., recently incorporated, has 
leased the plant formerly occupied by 
the Challenge Cutlery Co. Production 
will start with about 100 hands. P. L. 
Van Alstyne heads the company. 





Masback Buys Garage 


The Masback Hardware Co., Inc., dis- 
tributor of hardware, 82-84 Warren 
Street, New York City, has purchased 
a fireproof garage located at 11-13 
Leonard Street, in order to provide ad- 
ditional facilities for housing its fleet 
of auto trucks. 





Ohio Hardware Man Retires 


J. M. Knesal has retired from the 
Knesal Bros. Hardware Co., Peters- 
burg, Ohio, of which he was senior 
partner and founder. He had been en- 
gaged in the hardware business thirty- 
one years. 
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Congress Puts on Adjournment Drive—Extra Session 


May Be Avoided—Slim Chance for Adminis- 
tration Ship Subsidy Bill 





r ; 1 HE closing session of the present 
Congress will come to an end in 
three short weeks. As this time 

is all too short in which to debate and 

pass any considerable proportion of the 
general measures on the dockets of the 

two hcuses, the leaders have put on a 

vigorous drive for the purpose of clean- 

ing up the annual budget bills and such 
important administration measures as 
can be forced to a vote. 

Although several of the appropria- 
tion bills still lack final action it is now 
believed that none of them will fail of 
passage. This is a matter of unusual 
importance, for if all the budget bills 
can be disposed of before March 4 the 
advoeates of an extra session, to be 
called in April or May, will lose one 
of their strongest arguments. 

The extra session weathervane has 
been veering about of late in most ec- 
centric fashion. A month ago the 
Republican leaders believed it to be 
impossible to avoid an extra session 
in view of the slow progress on appro- 
priation bills and the obstacles encoun- 
tered by the ship subsidy bill, common- 
ly regarded as the choicest of Presi- 
dent Harding’s pet measures. 


Extra Session May Be Avoided 


During the past fortnight, however, 
the budget measures have been speeded 
up and are now well on their way 
toward passage, while President Hard- 
ing’s interest in the shipping bill ap- 
pears to be less vital and administration 
circles generally seem to be quite recon- 
ciled to the postponement of this legis- 
lation until the next regular session. 

At this writing, therefore, the indica- 
tions point to the abandonment of the 
extra session plan or at least to its 


WASHINGTON, D. C., 
Feb. 12, 1923 
By W. L. CROUNSE 


postponement until early next fall. 
Some of the administration’s most 
trusted advisors favor a special session 
beginning about Oct. 1, which would 
afford an opportunity for the consid- 
eration and passage by both houses of 
a number of important measures before 
the date upon which the routine work 
of a new Congress usually begins. 

The story of the failure of the ship- 
ping bill to reach a vote in the Senate 
is a simple one. Lukewarm champion- 
ship and energetic antagonism tell the 
tale. 

Party Lines Are Broken 


The minority leaders, including the 
ranking Democratic member of the 
Senate Commerce Committee, Senator 
Fletcher of Florida, have made a defi- 
nite political issue of the bill and have 
opposed it with the well-worn argu- 
ments that have been employed to de- 
feat similar legislation during the past 
forty years. In addition, certain Sen- 
ators elected as Republicans, but fol- 
lowing no Republican standard bearer, 
like La Follette, Borah, Capper and 
Cummins, have either opposed the bill 
in toto or have coupled their pledges of 
support with prohibitory conditions. 
Senator Cummins’ reputation as a 
transportation expert has given consid- 
erable weight to his opposition to the 
subsidy bill and has greatly discour- 
aged the majority leaders who have 
sought to line up the party behind the 
administration’s measure. 

An important factor in the failure of 
the shipping bill is the attitude of cer- 
tain high protectionists, who, while de- 
manding almost prohibitory rates of 
duty for every other line of manufac- 
tures, are unwilling to support a sub- 
sidy bill that will protect the ship- 


building industry and put the American 
merchant marine on an equal footing 
with that of the other maritime coun- 
tries of the world. These advocates of 
protection are now shedding crocodile 
tears over the fate of the shipping bill 
and are insisting that its defeat in the 
present Congress foreshadows failure 
next winter and for many other win- 
ters to follow. Note the following, 
which I have clipped from the leading 
organ of the “Chinese wall” protection- 
ists: 
Now or Never 


“If a Ship Subsidy Bill cannot be 
passed under the circumstances sur- 
rounding the pending bill, no such bill 
ever can be passed, and its defeat at 
this session, or action that prevents a 
vote on it in the Senate, ought to be 
accepted by the advocates of ship sub- 
sidies as proof that some other form of 
protection must be adopted in order to 
win out in Congress. The President is 
most earnestly in favor of the Ship 
Subsidy Bill, and doubtless every influ- 
ence at his command is being exerted 
in behalf of its passage. 

“The disposal of 10,000,000 dead- 
weight tons of ships owned by the 
Government depends upon the passage 
of this bill, it is believed, and all of the 
influence of the Shipping Board—de- 
spite all rumors to the contrary—is be- 
ing used to secure its enactment. With 
such an overwhelming Republican ma- 
jority as exists in each branch of Con- 
gress, and with Democrats lined up 
against the bill almost to the last man, 
one might think that party loyalty and 
a desire to favor the President’s de- 
sires would assure the bill’s passage; 





(Continued on page 88) 
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MARKET REPORTS 





WEEKLY SUMMARY 


Collections Reported Better—Slow Freight Movements Delay Orders— 
Prices Upward in Tendency 


TD ETTER collections and excellent demands, coupled with slow freight movements and 
shortages in many staple lines, are the features of the present hardware market. Job- 

bers and retailers are experiencing difficulties in getting their orders filled, because factories 

are behind in their production schedules and freight movements are continually delayed. 
Price tendencies are still upward. Most of the current price changes are small and 


embrace minor items. 


Steel pipe, however, advanced $4 a ton. 


There is no large element 


‘ of speculation, it is said, in the present structure of prices, although minor speculation has 
been reported in some lines where shortages are most acute. 


NEW YORK 


Recent Price Changes 


A= the more important prices changes announced 
by jobbers last week were the following: 

Bernard pliers have been advanced approximately 10 
per cent. The entire line is said to have been subjected 
to adjusted prices varying around the advance given. 

Gray iron castings including tack hammers, lamp 
brackets, etce., have been advanced 10 per cent. 

Cut nails have been advanced 10 cents per keg, base 
price. 

Hilo Varnish Corp., Brooklyn, N. Y., has issued a new 
price list, effective Feb. 1, 1923, said to show adjusted 
prices on paints, varnishes, stains, fillers and enamels. 


Automobile Accessories.—Dealers are 
getting ready for spring trade in this 


Common carriage bolts, % x 6-in. 
and smaller, 30 and 10 to 30 and 5 per 
cent; larger and thicker, 30 and 10 to 


Current Local Conditions 


— report extreme difficulty in getting carload 
shipments through, due to box car shortage and ter- 
minal congestion. Time of delivery from factories varies 
and no definite time assurances are available. It is said 
that scarcities exist in poultry netting, heavy hammers, 
cutlery, mail boxes, edge tools, hand tools, and some items 
of builders’ hardware. 

It is thought that the average retail stock is fairly well 
adjusted by this time and that stock fill-in trade will fall 
off from now on. Current demands are for axes, hatchets, 
nails, and all spring lines are active, including garden 
tools, lawn mowers, screen wire and farm tools. 


vance in this line. Stocks are fair and 
the demand a little stronger. 


line. There is every indication, accord- 
ing to jobbers that there will be a good 
replacement business and that the de- 
mand for essential items will be strong. 
There is no indication of any scarcities 
at the present time. Prices are con- 
sidered somewhat stiff on most items 
and stock assortments seem well bal- 
anced. 

Axes and Hatchets.—A strong de- 
mand continues and reports indicate 
broken stocks. Prices are very firm. 


Jobbers' quotations, f.o.b. New York: 
Ordinary grade handled axes, 3 to 4 
Ib., $16 to $16.50 per doz. net; 34 to 
4%-lb., $16.50 to $17 per doz. net; 5 to 
5%-lb., $18 per doz. net; 4% to 5%- 


30 and 5 per cent. 

Machine bolts, % x 4 and smaller, 
40 and 10 to 40 and 5 per cent; larger 
and thicker, 40 and 10 per cent. 

Lag screws, 40 to 40 and 5 per cent. 

Semi-finished hexagon bolts, ;s and 
smaller, 65 per cent; larger and 
thicker, 60 per cent. 

Tinners’ rivets, 50 to 50 and 10 per 
cent. 

Hexagon machine screw nuts, iron, 
35 per cent; brass, 60, 10 and 5 per 
cent from new list. 

Toggle bolts, steel bright finish, 75 
per cent. 

Stove bolts, steel bright finish, 75 
per cent. 

Iron rivets, 50 to 50 and 10 per cent. 
Solid copper rivets, 40 per cent. 

Lock washers, ;s to %-in., 70 per 
cent; y; to %-in., 70 to 50, 10 and 5 
per cent; 34 to 1-in., 70 to 40 and 5 
per cent. 


Ib., $17.50 to $18 per doz. net; 5%-lb. 
solid, $18 to $18.50 per doz. net. 

Flint edge Rockaway ‘pattern axes, 
3 to 4-lb., $18.25 to $19.25 per doz. net; 





3% to 4%-Ilb., $18.75 to $19.25 per doz. 
net; 4 to 5-lb., $19.25 to $19.75 per doz. 
net. 

Connecticut pattern axes, 3 to 3%- 
lb., $18 to $18.50 per doz. net. 

Hatchets, full polished half and 
shingling, No. 1, $18.80 per doz.; No. 
2, $19.40 per doz. 


Bolts and Nuts.—Though stocks are 
reported somewhat broken, there seems 
to be less difficulty in obtaining desired 
sizes in small quantities. Interest is 
still very strong and prices continue 
unchanged. 


Jobbers'quotations, f.o.b. New York: 

Square nuts, %-in., l6e. to 17e. 
per lb.; }s-in., 15c. to 16¢. per Ib.; %- 
in., 13c. to 14c. per Ib.; ye-in., 12c. to 
13c. per lb.; %-in., llc. to 12¢c. per Ib.; 
5-in., 10c. to lle. per lb.; %4-in., 9c. 
to 10c. per Ib. 


Clam Hooks.—Some dealers are plac- 
ing advance orders for clam hooks. 
Jobbers’ stocks are fair and prices firm. 


Jobbers’ quotations, f.o.b. New York: 

Clam hook or digger, solid steel, 4 
flat tines, 26-in. handle, $10.55 per 
doz. Same, with 6 round tines, 26-in. 
handle, $13.25 per doz. 


Clipping Machines.—Moderate inter- 
est, light stocks and firm prices char- 
acterize this line. 


Jobbers’quotations, f.o.b. New York: 

Stewart No. 1 ball bearing clipping 
machine, $10.75; No. 360 top plate, $1; 
No. 361 bottom plate, $1.50; dealers’ 
discount, 25 per cent f.o.b. New York. 

Stewart electric clipping machine, 
all standard voltages, hanging type. 
$85, f.o.b. Chicago; pedestal type, $85. 
f.o.b. Chicago; dealers’ discount, 25 
per cent. 


Fruit Jar Rubbers.—Continued ru- 
mors are heard relative to price ad- 


Jobbers' quotations, f.o.b. New York: 

Fruit jar rubbers, 75c. to 80c. per. gr. 
Furnace Scoops.—A good pick-up 

business continues for this line at steady 
prices. Stocks are somewhat broken. 

Jobbers’ quotations, f.o.b. New York: 

Furnace scoops, hollow back, D 
handle, $5.78 to $6 per doz.; same, 
D handle, $5.26 to $6 per doz.; with 
riveted back, D handle, $9.50 to $11 
per doz.; L handle, $9.50 to $11 per 
doz. 

Furnace scoops, hollow back, better 
grade half polished, $13.54 per doz.; 
riveted back, half polished, D handle, 
$13.82 per doz. 

Garden Tools.—Strong interest is 
shown for all kinds of garden tools, 
which are none too plentiful. Reports 
indicate that jobbers can give little 
assurance that the supply will continue 
to be adequate. Prices are steady. 


Jobbers’ quotations, f.o.b. New York: 

Spading Forks.—Boys’ size, 4 solid 
steel angular tines, iron D handles, 
$8.35 per doz. Adults’ size, 4 11-in. 
angular tines, malleable D handle, 
strap ferrule, $10.25 per doz. Same, 
better quality, $12.25 per doz. Same, 
with wood D handle, $16.53 per doz. 
Same, with heavy wood D handle, 
$18.25 per doz. Fork with 5 11l-in. an- 
gular tines, wood D handle, strapped 
ferrule, $21.40 per doz. Same, with 
malleable D handle, $19.20 per doz. 
subject to 5 per cent additional dis- 
count for bundle lots. 

Manure Forks—Malleable D handle, 
t 12-in. oval tines, strap ferrule, 
$12.25 per doz. Same, with wood D 
handle, $14.85 per doz. Fork with 5 
12-in. oval tines, wood D handle, 
strap ferrule, $18.25 per doz. Fork 
with 6 12-in. oval tines, wood D 
handle, strap ferrule, $20.45 per doz. 
Extra heavy manure forks, 4 oval 





76 HARDWARE AGE February 15, 1923 








tines, 15-in., strap ferrule, wood D Jobbers’ quotations, f.o.b. New York: firm and it is expected that the demand 
handle, $18.85 per doz. Same, with Linseed oil, in less than 5 bbl., $1.02 Jobbers’ quotations, f.o.b. New York: 
4 diamond tines, 15-in., $18.85. Extra per gal. In lots of more than '5 bbl. Screen Wire—Black 12 mesh, $2.15; 
heavy fork with 5 oval tines, 16 in. and less than carload, 99c. per gal. extra, 15c. per 100 sq. ft. on less than 
long, strap ferrule, wood D handle, In carload lots, 96c. per gal. Boiled 24 in. Competitive grade, $1.90 to 
$24 per doz. Extra heavy fork, with oil is 2c. extra, double boiled oil is $2.20; extras, 15c. per 100 sq. ft. less 
5 diamond tines, 16 in. long, strap 3c. extra, and oil in half bbl. is 5c. than 24 in. and 15c. per 100 sq. ft. for 
ferrule, wood D. handle, $33.25 per per gal. additional. half rolls. 
doz. Subject to 5 per cent additional , ‘ Dull Finish.—Zinc coated galvanized 
a on vag seg eg b aesan; Sao Nails.—An advance of 10c. base price cloth, 12 mesh, $2.65; 14 mesh, $3.15 
e es.—8 teeth, $3. - 4 ; 
per doz.; 10 teeth, $3.95 per doz; 12 | Per keg was made on cut nails this _—13 mesh, heavy, $4.90. Extra same as 
sooth, ag ad — eoth, See, week. This increase has been expected Bright.—12 x 13 mesh, $4 to $4.10; 
eeth, $5.25. oy rake i * . - x 75. 
teeth, 4-ft. handle, $3.60. per doz. and has been mentioned in the last two eT 1) aaa, pg Rn Bg io 2 
god ge mpg 12 tecthe $10" 19 teeth, —_ reports. A fairly good demand con- in. 15c. per C; over 48 in., 60c. per C. 
e #0 per doz : 3 ‘ Copper.—14 mesh, $6 to $6.50. Ex- 
14 teeth, $8.45 per doz.; 16 teeth, $9.20 tinues and stocks are s‘ightly improved. tras, ise. less than By in. No. 50 ft. 
per om - teeth, = 85 per doz. — Jobbers’ _ _—e York rolls. 
gravel rakes, wit short teeth, obbers’quotations, f.o.b. New York: ale - 
$11.21 per doz. Extra heavy road Wire nails, $3.90 base per keg. wo GT tees aban on ome 
rake, 6-ft. handle, steel teeth, 14 Blued wire nails, 3d fine, $5.50 net per 
teeth, $12.43 per doz.; 16 teeth, $13.17 keg. Cut nails, $4.30 base per keg. Screws.—A consistent demand con- 
per doz. Steel bow rake, light pat- ire nails and brads in small lots, 
ra, wails Of ene wiles ar Gee 75 per cent off list. tinues at firm prices. Stocks are fair. 
teeth, $7.25 per doz.; 14 teeth, $7.50 Roofing nails, 1 x 12, per 100 Ilb., Jobbers’ quotations, f.o.b. New York: 
per doz.; 16 teeth, $7.85 per doz. $7.10 for galvanized and $5.10 plain. Wood screws, iron bright, flat head, 
Hay Forks.—Two oval tines, 12 in. Wholesale prices vary in different 717% and 5 per cent; round and oval 
long, 5-ft. bent handle, plain ferrule, parts of the city. head, 75 and 5 per cent; iron blued, 
$11.05 per doz. Straight handle, 6-ft. flat head (add 5 per cent to net 
strap ferrule, $13.10. Fork with 3 amount of invoice), 77% and 5 per 
Oval tines, 12 in. long, straight 4%- cent; iron blued, round head, 75 and 
ft. handle, $11.05 per doz.; 5-ft. bent . 5 per cent; brass, flat head, 72% and 
handle, $12.20 per doz.; 6-ft. bent Cotton Shortage Predicted 5 per cent; brass, round and oval 
handle, $14.15 per doz. ss x x head, 70 and 5 per cent; galvanized 
Rg « Piggy mete gs gg nivoend General business conditions in the amnows, an 5 per cent. , 
stee ade, assorte , 7 and 7% ° .. olle read machine screws, iron, 
in., 4%4-ft. handle, $4.14 per doz. South are in a very healthy condi flat and round, No. 2 and No. 38, 62% 
Shank hoe, solid or assorted sees tion, according to J. McA. Johnson, per cent; a. t .¥ larger, o ont 
ades, o 8 in., 4%-ft. handle, $6. s cent; ister, No. an oO. 3, 
to $7.69 per doz. % president the Hartford Products Co., per cent; No. 4 and larger, 65 per 
Floral 4 yy steel round Hartford, Conn., manufacturers of wire cent. Brass, = and round, No. : 
point, iron andle, $7.16 per doz. an No. 3, 57 per cent; No. an 
Garden sets range from $10.71 to brushes. Mr. Johnson recently made an larger, 624% per cent. 
$23.18 per doz. extensive trip through the South and Some jobbers quote an extra on 
‘ a ee Se socket, reports that bankers, hardware jobbers eee ae’ aad We sce a pee 
9) “ §s 4 ° . . ° , ’ 
ee ee oo oo and retailers predict that 1923 will be a screws, 70 per cent. 
Hand Tools.—There is a little slack- banner year for that section. He says Screen Door Hardware.—Jobbers 


that in spite of the boll weevil cotton have taken some orders at the prices 


ness in the demand for hand tools, - ; 
farmers have done well with their small given. Early interest is moderate. 





thought to be only temporary. The 
available supply is adequate. Edge 
tool stocks are said to be badly broken. 
Spring trade is expected to be large in 
proportion to the increase in building. 


Jobbers’quotations, f.o.b. New York: 
Claw Hammers.—No. 1 size, $13.36 
per doz.; No. 1% size, $12.74 per doz.; 

No. 2 size, $12.12 per doz. 

Machinists’ Hammers.—S8-oz., $8.40 
per doz.; 12-0z., $8.40 per doz.; 16-oz., 
$8.60 per doz.; 20-o0z., $9.45 per doz. 

Hand Drills.—Steel frame, nickel 
plated, cut gears, black enamel, 
length 1 in. without drill points, $2. 30 
oo. Same, large size, length 12% 

$2.42 each. Same, black enamel 
eng 12¥% in. long with 8 drill points, 
$2.28 each. Same, solid steel frame, 
detachable steel handle, hollow end 
handle, partly nickel plated, 11 in., no 
drill points, $1.91 each. 

Breast Drills.—Malleable iron frame, 
adjustable breast plate, barber chuck. 
forged jaws, cut gears, 2-jaw chucks, 
15-in., $2.35 each. Same, cast iron 
frame, 8-in., $3 each. Same, ball 
bearing, malleable iron stock, chuck 
and crank nickel plated, with level 
attachment, 17%-in., 2-jaw, $3.83 
each; 3-jaw chucks, $4.35 each. 

Bit Holders.—Extension model, pol- 
ished steel, made to follow %-in. bit 
and larger, packed 1 in a box, 12-in., 
$1.40 each; 15-in., $1.43 each; 18-in., 
$1.45 each; 24-in., $1.55 each; 30-in., 
$1.65 each. 

Lawn Mowers.—Dealers are sending 
in fairly large orders for lawn mowers. 
Stocks are ample and prices are very 
steady. 

Jobbers’quotations, f.o.b. New York: 

Lawn mowers, 3 blades, adjustable 
bearings, 8-in. drive wheels, 12-in., 
$5 each: 14-in., $5.30 each; 16-in., 
$5.60 each. Ball bearing mowers with 
9-in. drive wheels, 4 blades, 12-in., $8 
each; 14-in., $8.30 each; 16-in., $8.65 
each; 18-in., $9 each. Ball bearing 
mower, 10%-in. raised open drive 
wheels, 4 tempered steel blades, reel 
6 in. in diameter, 14-in., $9.25 each; 
16-in., $9.75 each; 18-in., $10.25 each; 
20-in., $10.85 each. 


Linseed Oil.—The demand for linseed 
oil is limited to small orders. Prices 
are somewhat stronger, as will be evi- 
denced in the schedule given. 


crops and there is apparently no labor 
problem. Cotton being scarce and high, 
Mr. Johnson has been advising large 
distributors of cotton mops, dusters, 
etc., to protect themselves against em- 
barrassing shortages. 








Poultry Netting.—An increasing de- 
mand has brought about shortages in 
this line. Prices are consistently firm. 


Jobbers’ quotations, f.o.b. New York: 

Poultry netting, galvanized after 
weaving, takes a discount of 50 per 
cent; an extra 5 per cent is allowed 
for factory shipments. 

Square mesh, 2 x 2, $5 per 100 
sq. ft.; 3 x 3, $5.25 per 100 sq. ft.: 

4 x 4, $5.50 per 100 sq. ft.; 6 x 6, $6 

per 100 sq. ft.; 8 x 8, $6.50 per 100 

sq. ft. Extras, 4c. per sq. ft. for 

narrower than 24-in. and wider than 
48-in. 

Rope and Twine.—A moderate de- 
mand continues for rope and twine at 
steady prices. Twine is the more ac- 
tive of the two. Stocks are fair. 

Jobbers’ quotations, f.o.b. New York: 

Manila Rope.—No. 1 grade, 20%c. to 
21%c. per lb. Hardware grade, 18\c. 
to 19c. per lb. 

Sisal.—No. 1 grade, 15c. per Ib. 
Sisal, No. 2 grade, 14c. per lb. Bolt 
rope, 24c. per Ib. 

Lath Yarn, 15c. per lb. Jute wrap- 
ping twine, 23c. to 25c. per Ib. India 
hemp twine, No. 6, 19c. to 21c. per Ib. 


Rubber Hose.—There has been a 
slight increase in buying, according to 
reports. Stocks appear well balanced 
and prices are steady. 

Jobbers’ quotations, f.o.b. New York: 
Rubber garden hose, ‘‘'Good Luck”’ 
brand, 7%c. per ft. ‘Milo’ brand, 

aot per ft. ‘Bull Dog’’ brand, 14c. 

per ft. 

Screen Wire.—Fairly heavy orders 
continue on screen wire, with wholesale 
stocks none too plentiful. Prices are 


Jobbers’ quotations, f.o.b. New York: 

Screen Door Catches.—Cast iron, 
diamond bolt with knob and lever 
handle, reversed bevel bent strike, 
outside plate 1% x 3% in. for doors 
% to 1% in., dark bronze, $2.75 per 
doz. Extra heavy catch, with knob 
and lever handle, outside plate 1% x 
4% in. for doors % to 1% in. thick, 
wrought steel, bronze plated or an- 
tique copper finish, $7.35 per doz. 
Wrought bronze in plain highly pol- 
ished or antique copper finish, $14.85 
per doz. 

Mortise Screen Door Night Latches. 
—Lever handle for inside, knob for 
eee lock case 3 x 2% in., front 
3% x 4% in., reversible 2 steel keys, 
for Ri. % x 1% in., steel trim, iron 
front latch, bronze plated or antique 
copper finish, $12.25 per doz. sets; 
bronze trim, with bronze front latch, 
= or antique copper finish, $18 per 

OZ. 

Screen Door Sets.—Consisting of 
one pair 7-11 hinges, one door pull, 
one gate hook and eye, complete with 
screws, japanned finish, $2.50 per doz. 
sets. 

Spring Hinges.— Loose pin steel 
japanned, 3 x 2% in., $1.75 per doz. 
pairs. Cast iron-with steel spring, 
3-in. japanned, $1.35 per doz pairs. 
Cast iron, 3-in. japanned, double act- 
ing, not adjustable, $2.85 per doz. 
pairs. Wrought steel, oil tempered 
coil spring, bronze plated, antique 
copper or dull brass, with screws, 
$2.25 per doz. pairs. 

Door Pulls.—Wrought steel, 5%4-in., 
bronze plated, dull brass or antique 
copper, $4.25 per gross. Cast iron, 
japanned 6-in., 49c. per doz. Door 
pulls, with plate, wrought steel, bevel 
edge plate, 7 x 2% in., pull 5 in. long; 
bronze, antique copper or dull brass 
finish, $1.90 per doz 

Screen Door Checks. — Rubber 
eee, cast iron spindle, 85c. per 

0z 

Screen Door Springs.—Japanned, 
9-in., $2.64; 10-in., $3.36; 11-in., $4.68; 
12-in., $5. 28: 13-in., $6; 14-in., $7.92 
per doz.; less 40 and 16 per cent. 


Scythes.—Moderate stocks fair de- 
mand and firm prices are the outstand- 
ing features of this line. 


Jobbers’ quotations, f.o.b. New York: 

Ribbed back grass scythes, black 
finish, $13.75 per doz. Polished, $17.50 
per doz. English grass scythes, $21 
per doz. 
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February 15, 


Office of HARDWARE AGE, 
1505 Otis Building, 
Chicago, Ill., Feb. 10. 


r | NHE stabilization of prices is indi- 
cated by the very few price 
changes made in the leading 

staples during the past week. Manu- 

facturers, as a whole, are making a 

special effort to keep their prices down, 

in spite of the increase in costs. 

There will be shortages in a great 
many lines this spring, owing to a 
scarcity of labor. There is enough 
equipment in the way of machinery, 
etc., in the country, providing it could 
be operated to capacity, to create an 
over-production. This equipment is of 
no value, however, unless man-power 
can be procured to operate it. 

An improvement in business is noted 
in all lines, and a great many of the 
factories, especially those producing 
wire cloth, poultry netting, alarm 
clocks, and builders’ hardware, have 
their output sold up to May 1, and in 
some instances, they have closed their 
books and will not accept orders of any 
kind until after the above date. 

Jobbers have orders with the nail 
manufacturers that are four months 
old, and up to ten days ago they were 
receiving shipments at the rate of from 
four to five cars a week, but during 
the past week not a single carload has 
been received. A tendency is noted on 
the part of the dealer to order nails in 
larger quantities than at any time dur- 
ing the past five years. For example, 
dealers who generally order in lots 
from fifty to one hundred kegs have re- 
cently placed orders with the jobbers 
for nails in carload lots. In fact, job- 
bers report that they have received 
more orders in carload lots from deal- 
ers during the past six weeks than at 
any previous time during the past five 
years. Dealers, in placing orders, are 
advised not to do any speculating at 
present prices, but should have enough 
stock on hand to permit their business 
to function on a profitable basis. 

Unquestionably, there will be a big 
turnover this year. The immense 
building program now under way will 
create an unusual demand for all kinds 
of building supplies, and as the posi- 
tion of the farmer is getting stronger, 
he, undoubtedly, will be in the market 
on a very large scale. 


Alarm Clocks.—Advances in alarm 
clock prices have made their appear- 
ance through the Waterbury Clock Co. 
Factories are very much behind on or- 
ders, and some are taking business for 
delivery only after May 1. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American, $11.40 doz.. 
lots; case lots, $11.04. Blue_ Bird, 
$13.20 doz. lots; case lots, $12.84; 
Black bird, $18.96 doz. lots; case lots, 
$18.36; Bunkie, $20.88 doz. lots; case 
lots, $20.16; Lookout, $13.20 doz. lots; 
case lots, $12.84 doz.; Sleepmeter, 
$15.12 doz. lots; case lots, $14.64 doz. 


Automobile Accessories.—Further in- 
creases in the price of tires in the near 
future are talked of by the large rub- 
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ber companies. Sales are active and 


prices are firm. 


We quote from jobbers’ 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
regular, 58c. each; Champion X, 45c. 
each; lots of 100, 43c. each; Champion 
Blue Box Line, 53c. each; A. C. Titan, 
58c. each; lots of 100, 56c. each; A. C. 
Special Ford, 44c. each. 

Spot Lights.—Anderson No. 3280, 
$6.00 each; Stewart, $5.00 each. 

Motometérs.—Standard, $7.50 each; 
Universal, $5.60 each. 

Horns.—E. A. Electric (Ford), $4.00 


each. 

Jacks.—Reliable Jacks, No. 46, $2.50 
each; in lots of 10, $2.25 each; Sim- 
plex, No. 36, $1.80 each; Ajax, No. 6, 
85c. each; National Standard, No. 21, 
$1.20 each. 

1% -in. 


Pumps. — Rose, 
$1.55 each. 

Chains.—Non-skid, dozen pair lots, 
33% per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% non- 
skid, fabric, $8.35 each; Cord, $10.85 
each; Gray inner tubes, 30 x 3%, 
$1.35 each; red inner tubes, 30 x 3%, 
$1.80 each. 

Non - Freeze. — Alcohol 
cerine, 70c. per gallon. 


Axes.—The demand continues very 
good, prices are the same as last re- 
ported, and deliveries from the fac- 
tories continue slow. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib., 
$13.50 doz. base; double bitted, $18.50 
doz. base; good quality black un- 
handled axes, same weight, single 
bitted, $12.50 doz. base; single bitted 
handled axes, $14.50 to $21.50 per 
doz., according to quality and to 
grade of handle. 

Bicycles and Tires.—Sales on bi- 
cycles and accessories are all that 
could be expected for this season of the 
year. A large volume of sales in this 
line is anticipated. 

Bolts and Nuts.—There has been no 
change in prices since last reported. 
Sales are exceptionally good and the 
market is firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Large carriage bolts, 
40-5 per cent off list; small carriage 
bolts, 50 per cent off list; large sized 
machine bolts, 50 per cent off list; 
small sized machine bolts, 50-10 per 
cent off list; all stove bolts, 75 per 
cent off list; all lag screws, 50-10 per 
cent off list. 


Builders Hardware.—Sales are in- 
creasing and nearly all manufacturers 
have enough orders booked to keep 
them going until May 1. A large vol- 
ume of business has been placed with 
the manufacturers for shipment after 
May 1. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, in 
case lots, : per doz. pr.; 4 x 4 
steel butts, old copper and dull brass 
finish, in case lots, $4.44 per doz. pr.; 
heavy bevel steel inside sets, case 
lots, $7.20 doz.; steel bit-keyed front 
door sets, $1.75 per set; wrought 
brass bit-keyed front door sets, $3.40 
per set; cylinder front door sets, 
7.50 per set. ’ 


Baseball Goods.—The shortage of 
this line during 1922 caused dealers to 
specify more freely this year, but 
shortages in several lines are expected 
before the season is well started. An 
additional advance would not be un- 
expected. Future orders are the heavi- 
est in years. 


Chain.—Prices are unchanged, but 


stocks, 


cylinder, 


and Gly- 
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strong. Stocks are complete, and sales 
very active. 

We quote from jobbers’ stocks, 
f.o.b. Chicago; %-in. proof coil 
chains, $8.75 per 100 lb.; weldless coil 
chain, 50-5 per cent off list; No. 00 
4% electric welded cow ties, $2.85 per 
doz. 

Coaster Wagons.—Business on this 
line for 1923 is said to be exceptionally 
large. Present prices are expected to 
hold for some time. 

Copper Rivets and Burrs.—These 
goods are selling freely and are con- 
sidered a good buy at present prices. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-5 per cent discount. 
Cutlery—Orders are coming in 

freely even at the new advanced prices, 
and from all indications, sales on cut- 
lery will be exceptionally good this 
year. 

Eaves Trough and Conductor Pipe.— 
Prices on this line for the first quarter 
are as quoted below. There are some 
concessions being made, however, for 
large orders. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Eaves Trough and 
Ridge Roll (Crated), 75 per cent off; 
Conductor Pipe (Crated), 66-10 per 
cent off; Conductor Elbows (29-gage), 
60-10 per cent off. 

Field Fence.—In view of the present 
shortage in nails and wire, it will not 
be surprising if this condition extend- 
ed a little later to fencing. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 63% per 
cent discount from lists. 
Files.—Stocks are complete and sales 

are very active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 65-5 
per cent off list; Nicholson files, 50-10 
per cent off list; Disston files, 50-10- 
10 per cent off list; Black Diamond 
files, 50-5 per cent off list. 

Fishing Tackle.—Indications are that 
there will be a shortage. Prices have 
advanced on silk and cotton lines. 

Galvanized Ware. — Local jobbers 
have made a slight downward revision 
on No. 1 and No. 2 tubs. Sales are ex- 


cellent. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Competition galvan- 
ized water pails, 8-qt., $2 doz.; 10-qt., 
$2.15 doz.; 12-qt., $2.35 doz.; 14-qt., 


$2.75 doz.; galvanized wash tubs, No. 

1. $6 doz.; No. 2, $6.85 doz.; No. 3, $8 
doz. 

Garden Hose.—Current sales are all 


that could be expected. Jobbers are 


busy shipping out orders. received 
earlier in the season. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: 5-in., two ply molded 
hose, 9%ec. to lle. per ft.; %-in. cord 
hose, S8%ec. to 10c. per ft.; %-in. 
wrapped hose, 9%c. to 12c. per ft. 
Glass Oven Ware.—Jobbers continue 
to book a large volume of business at 


present prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Casséroles. — Round, No. 167, $12 
doz.; No. 168, $14 doz.; No. 183, $12 


doz.; No. 184, $14 doz. 
Casseroles.—Oval, No. 193, $12 doz.; 
No. 194, $16 doz.; No. 197, $14 doz. 
Pie Plates.—No. 202, $6 doz.; No. 
203, $7.20 doz.; No. 209, $7.20 doz. 
Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 
Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 
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Tea Pots.—2-cup, $20 doz.; 4-cup, 


$24 doz.; 6-cup, $28 doz. 

Glass and Putty.—Stocks are some- 
what broken and deliveries are slow. 
The demand is good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A and 
B, up to 25-in., 85 per cent discount; 
over 25-in., 83 per cent discount; 
double strength A, all brackets, 84 
per cent discount. Putty, 100 Ib., 
kits, $3.65; commercial putty, $3.60; 
glaziers’ points, Nos. 1, 2 and 3, one 
doz. packages, 65c. 
Hammers.—Jobbers report they are 

having difficulty in obtaining deliveries, 
as the manufacturers are fairly . well 
sold up. Prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 11% first qual- 
ity nail hammers, $12 per doz.; com- 
petitive forged nail hammers, $6 to 
$9 per doz.; cast steel hammers, $4 
per doz. 

Hatchets.—Jobbers’ stocks are com- 
plete. There has been no change in 
price since last reported and demand 
continues steady. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2, extra quality 
broad hatchets, $16 doz.; competitive 
grade, $12 doz.; warranted shingling 
hatchets, $12 doz.: competitive forged 
shingling hatchets, $8 doz. 

Hickory Handles—Demand is very 
heavy and many manufacturers are 
slow in delivery. Prices are strong. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 hickory axe 
handles, $3 doz.; No. 2, $2 doz.; finest 


selection second growth white hick- 
ory, $6 doz.; special white — 
second hickory, $4.50 doz.; No 
hatchet and hammer handles, 0c. 
doz.; second growth hickory hatchet 
and hammer handles, $1.40 doz. 


Hinges.—While there has been no 
price changes in hinges since last re- 
ported, it is expected the manufactur- 
ers will advance their price on this 
item, owing to increased costs. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: He savy strap hinges in 
bundles, 4-in., $1.02; 5-in., $1.24; 6-in., 
$1.70; 8-in., "$2. 80; 10-in., $4.30 per 
doz. pairs. Extra gr 204 T hinges in 
aoe 4-in., $1.56; 5-in., $1.65; 6-in., 
$2.05; 8-in., $3. 51; 10-in., $5.10 per doz. 
pairs. 


Ice Cream Freezers.—A very satis- 
factory volume of sales is reported, and 
there has been no change in price. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Peerless and Alaska 
1-qt., $2.95; 2-qt., $3.45; 3-qt., $4.10: 
4-qt., $5, less 20- 10 per cent. White 
Mountain, Y%-qt., $3.50; 1-qt., $4.90; 
2-qt., $5.70; 3-at., $6.90: 4-qt., $8.30; 
6-qt., $10.50; 8-qt., $13.50; 10-qt., 
$18; 12-qt., $21.60; less 50 per cent. 
ee 1-qt., $3.80; 2-qt., $4.60; 3-qt., 

$5.45; 4-qt., $6.80; 6-qt., $8.60; 8-qt., 
$11.10, less 50 per cent. 


Incubators.—Stocks are moving very 
rapidly; factories are unable to meet 
the demand; and early specifications 
are urged. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Incubators, 35 per cent 
discount from all lists. 


Lanterns—Sales on lanterns have im- 
proved. Stocks are ample to meet all 


requirements. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 0 tubular, $6.90 


per doz.; Monarch tin lanterns, hot 
blast, $825 per doz.; No. 2 Dietz lan- 
terns, cold blast, $13 per doz.; with 
large founts, $14.25 per doz.: ‘Scout, 
$6 per doz.; the Little Wizard, $8.50 
per doz. 


Lawn Fence and Gates.—A very sat- 
isfactory volume of business is being 
booked. Prices are firm. 


We quote from jobbers’ stocks, 
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Lawn fence, 58 per 
galvanized gates, 45 
painted gates, 55 


f.o.b. Chicago: 
cent discount; 
per cent discount; 
per cent discount. 


Lawn Mowers and Grass Catchers.— 
A great many of the dealers who ne- 
glected sending in their specifications 
for lawn mowers earlier in the season 
will have difficulty in getting their or- 
ders filled. Manufacturers are fairly 
well sold up. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 12-in., $5.20 each net; 
14-in., $5.50 each net; 16-in., 
each net; 18-in., $6.20 each net. 
bearing iawn mowers, 4 blades, ad- 
justable bearings, 8-in. drive wheel, 
finished in gold, aluminum and blue, 
14-in., $7.50 each net; 16-in., $7.80 
each net; 10%%-in. raised open drive 
wheel, 4 tempered steel blades, reel 
6-in. diameter, finished in aluminum, 
gold and green, red and gold striped, 
$9.50 each net. Same, 16-in., $9.95 
each net; same, 18-in., $10.45 each 
net; 20-in., $11.15 each net. 

Grass catchers, wire frames, ad- 
justable heavy iron bottom, white 
duck, for mowers 12 to 16-in., $9 per 
doz. net. Same for mowers 16 to 20- 
in., $10.50 per doz. net. 


Nails.—Deliveries from the mills con- 
tinue to be very slow. Large orders 
are being placed by the dealers and a 
great many of them are specifying in 
carload lots. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.45 per keg base. 

The extra for galvanized nails is 
now $1.50 for 1 in. and longer, $2 for 
shorter than 1 in. 


Paints and Oils.—There has been no 
change in price since last reported. All 
of the staples are in good demand and 
sales are satisfactory. 


We quote 
f.o.b. Chicago: 
Linseed Oil.—Raw, in 


from jobbers’ stocks, 


barrel lots, 


ied per gal.; 5-barrel lots, $1.02 per 
gal. 

Linseed Oil.—Boiled, barrel lots, 
$1. eg per gal.; 5-barrel lots, $1.04 per 
ga 

Decitabine wit barrels, $1.73 per 


ga 
Denatured Alcohol.—In barrels, 46c. 


Lead.—100-lb. kegs, 14\c. 
per lb.; 50-lb. kegs, 14%c. per Ib.; 25- 
lb. kegs, 144%c. per Ilb.; 12%-lb. kegs, 
14% c. per lb. 

Dry Pasté.—In barrels, 61c. per Ib. 

Shellac.—(4-lb. goods) White, $4.25 
per gal.; orange, $4 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


Roller Skates.—Sales are exception- 
ally large. Prices are higher and an- 
other advance is expected. 

Rope.—Prices are unchanged and or- 
ders show a liberal increase. 


from jobbers’ stocks, 
First quality manila 
rope, standard brands, 18%%c. to 20%c. 
per lb.; No. 2 manila rope, 17c. to 
184%c. per lb. base; so-called hard- 
ware grade manila rope, 17%c. per 
lb.; No. 1 sisal rope, highest quality, 
standard brands, 14%c. to 16%c. per 
Ib. base; No. 2 sisal rope, standard 
brands, 13%c. to 15c. per Ib. base. 


Sash Cord.—Manufacturers are ex- 
ceptionally busy and are talking of fur- 
ther advances. Sales are very active. 

We quote from _ jobbers’ stocks, 

f.o.b. Chicago: No. 7 standard brands, 

$10.80 per doz. hanks; No. 8, $12.50 

per doz. hanks. 

Screen Doors.—A great many of the 
dealers who neglected to specify earlier 
in the season have now come into the 
market. There have been no additional 
changes in prices. 

We quote from jobbers’ 

f.o.b. Chicago: No. 241, 2 x x 

$20.80 per doz.; 2 x 8 x 6, $21.7 , per 


doz.; 2 x 10, $22. 80 per doz.; 
$23.80 per doz. No. 296, 2 x 6, 327. 13 


We quote 
f.o.b. Chicago: 


stocks, 


February 15, 1923 


per doz.; 2 x 8, $28.20 per doz.; 2 x 10, 
$29.55 per doz.; 3 x 7, $30.65 per doz. 


Screws.—The market is very firm, 
the demand is good and jobbers’ stocks 
are ample to meet all requirements. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 82-5 per cent new list; round 
head blued, 75-20-5 per cent new list; 
flat head brass, 78-5 per cent new 
list; round head brass, 70-20-5 per 
cent new list; japanned, 70-20-5 per 


cent new list. 

Shearing and Clipping Machines.— 
A large volume of business is being 
done and prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Stewart No. ball 
bearing clipping machine, $10.75; No. 
360 top plate, $1; No. 361 bottom 

$1.50; dealers’ discount 25 per 

Stewart electric clipping ma- 
chine, all standard voltages; hanging 
type, $80, f.o.b. Chicago; pedestal 
type, $85, ede Chicago; dealers’ dis- 
count 25 per cent. 

Solder and Babbitt Metal.—Prices 
are strong, as tin and lead reached new 
high levels. Heavy sales are reported. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 solder, 
$28 per 100 lb.; medium 45-55 solder, 
$27 per 100 lb.; tinners’ 40-60 solder, 
$26 per 100 Ib.; high-speed babbitt 
metal, $20 per 100 Ib.; standard No. 4 
babbitt metal, $11 per 100 lb. 

Steel Goods.—Liberal orders have 
been placed and shipments are started 
to the retailer. The South is asking for 
immediate shipments, due to early sea- 


son there. 

Stove Pipe and Elbows.—Orders are 
coming in rapidly for fall delivery and 
early buying is necessary for dealers 
who want fall orders filled on time. 


plate, 
cent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage 6-in. nested 
blued pipe, 14c. per joint; 30-gage 


6-in. nested blued pipe, 18c. per joint; 


28-gage 6-in. blued corrugated el- 
bows, $1.50 per doz.; 30-gage 6-in. 
—— corrugated elbows, $1.35 per 
OZ. 


Steel Sheets.—The steel sheet price 
situation is still strong, with further 
advances talked of. Mills are booked 
up far ahead. 


We quote 
f.o.b. Chicago: 
sheets, $5.85 per 100 Ib.; 
sheets, $4.85 per 100 Ib. 


Wire Goods.—There will be an acute 
shortage of poultry netting and wire 
cloth this spring and several of the 
manufacturers are out of the market 
for the time being, as they have all 
of the orders booked that they can 
possibly fill. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.45 per 100 lb.; catch weight 
spool galvanized cattle or hog wire, 
$4.10 per 100 lb.; 80-rod spool gal- 
vanized hog wire, $3.58 per spool; No. 
9 galvanized plain wire, $4.05 per 100 
lb.; polished fence staples, $3.75 per 
100 lb.; catch weight spools painted 
barbed wire, $3.75 per 100 lb.; 12 —— 
black wire cloth, $1.90 per 100 sq 
12 mesh galvanized wire cloth, 32, 36 
per 100 sq. ft.; galvanized before 
poultry netting, 56 per cent discount; 
galvanized after poultry netting, 51 
per cent discount. 
Wheelbarrows.—Present prices ap- 

pear firm. The large amount of build- 
ing started this spring is expected to 
create an excellent demand for wheel- 
barrows. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 4, tubular, $6.50 
each; No. 14, steel tray and leg, con- 
tractors’ barrow, $6 each; competitive 
grade, steel tray, $4 each; common 
wood, bolted, $3 each; steel leg, gar- 
den barrow, $5 each. 


from jobbers’ stocks, 
28-gage galvanized 
28-gage black 
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Office of Hardware Age. 
410 Unity Building, 
Boston, Feb. 10. 


HE shortage of goods is the ab- 

I sorbing topic of conversation in 

local shelf hardware jobbing 
circles. Price changes occupy a second 
position in importance. Judging from 
what one hears in wholesale houses the 
big fellows are giving practically their 
undivided attention to the subject of 
goods. Heavy snows and coal ship- 
ments during January completely tied 
up the New England railroads. The 
congestion at waterways probably was 
the heaviest in the history of the car- 
riers. Merchants and others could not 
haul away goods from terminal points 
fast enough to relieve congestion there. 
And in addition, the condition of rail- 
road rolling stock was far below nor- 
mal. 

All these things made it extremely 
difficult for the manufacturer of goods 
to promise deliveries, which was re- 
flected back in turn to the wholesale 
dealers. The transportation situation 
is somewhat better insofar as embar- 
goes on shipments to points outside 
New England are concerned. But in- 
coming shipments are still subject to 
long delays in transit and to permits. 
Local jobbers in some instances have 
gone to the added expense of sending 
men over to New York for the sole pur- 
pose of obtaining permits to ship goods 
from manufacturers. Telephone and 
telegraphic charges in connection with 
tracing shipments and shipping in- 
structions are heavier than at any time 
during the war, say jobbers here. Shelf 
hardware dealers say they are not 
worrying about having enough busi- 
ness this year, but they are uneasy 
about making deliveries on goods al- 
ready sold. 

The heavy hardware houses, while 
having their troubles, appear to be get- 
ting along better than the shelf hard- 
ware. Their stocks are in fairly good 
shape, they are getting quite a number 
of shipments through from the mills, 
and are enjoying an excellent business. 
The mill supply firms are doing more 
or less hustling for goods, but they, 
too, seem better off than the shelf 
hardware dealers. The demand for 
goods handled by mill supply firms is 
as good if not better than in January. 
Heavy purchases by municipalities for 
school purposes are anticipated around 
the first of March. 

Barbed Wire.—In common with wire 
goods in general, local prices on barbed 
wire have been advanced. The demand 
for barbed wire appears to be running 
heavier than usual. New England con- 
sumes comparatively little, but the job- 
bing trade feels that 1923 will be one 
of the heaviest years on record. 


We Boston jobbers’ 
stocks: 

Barbed wire.—-Glidden, common and 
two-ply wire, galvanized, in car lots, 
$3.55 per 100 lb.; in less than car lots, 
$3.80. Waukegan, common and two- 
ply, 80-rod reels, $3.09 for large and 


quote from 
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BOSTON 


$3.30 for small lots; two-ply twisted, 

$2.58 for large and $2.76 for small lots. 

Barrows.—No fault can be found 
with the volume of barrow business 
booked, say the jobbers. The only con- 
cern they have is their ability to get 
the goods they have sold. The average 
run of orders placed call for small 
amounts of stock, but a very large 


number of individual orders are in 
hand. 
We quote from Boston jobbers’ 
stocks: 


Barrows.—Garden, standard makes, 
good quality. No. 4, $5.75 each; in lots 


of six, $5.50 each. Canal, No. 120. 
$3.50 each; No. 75A, steel gray, $6.50 
each. 


Bolts and Nuts.—Because of the up- 
ward tendency of iron and steel prices 
in general at the mill, there has been a 
lively interest in bolts and nuts in this 
market the past week. Some of the 
buying has strongly suggested antici- 
pation of consumers’ requirements for 
more than one month ahead, while re- 
tail hardware dealers have bought un- 
usually freely. 


We quote from Boston jobbers’ 
stocks: 
Bolts.—Machine bolts with H. P. 


nuts, % x 4 in., shorter and smaller 
cut threads, 40 per cent discount; 
larger and longer, 40 per cent dis- 
count; with C. T. & D. nuts, 35 per 
cent discount; tap bolts, list; common 
carriage bolts, 30 per cent discount; 


Empire tire bolts, 50 per cent dis- 
count; stove bolts, 70 per cent dis- 
count. 


Nuts.—H. P., all kinds, $1 off list; 

Cc. P. C. & T., all kinds, $1 off list; 

check nuts, list; semi-finished hexa- 

gon nuts, ¥-in. and smaller, 65 and 

10 per cent discount; larger, 60 per 

cent discount; finished case-hardened 

nuts, 50 per cent discount. 

Bottles —A general downward re- 
vision in prices for the Stanley line of 
all-steel bottles, amounting to 75 cents 
on the small and as much as $2.50 on 
the large sizes, is announced by the 
jobbing trade here. For instance, the 
pint size, heretofore jobbing out at 
$7.50 each less a discount of 30 per 
cent, now is listed at $6.75. The dis- 
count remains as previously. Jobbers 
believe the lower prices will result in 
a larger sale of this popular bottle. 
They also are of the opinion that it 
will be an excellent year for all kinds 
and makes of bottles. 


We quote from Boston jobbers’ 
stocks: 
Bottles.—Thermos and Universal, 


pints, $1.75 each, quarts, $3; 
green, pints, $2, quarts, $3.25; plain 
nickel, pints, $3, quarts, $4.50; corru- 
gated nickel, pints, $2.75, quarts, $4.25. 
Fillers.—Pint sizes, $1.10; quart 
sizes, $1.75. 
Discount.—25 and 10 per cent. 
All-Steel.—Stanley, pints, No. 503, 
$6.75 list; larger sizes, No. 504, $7.50; 
No. 505, $12.50. 
Discount.—30 per cent. 

Carts, Wagons, Ete——The cart and 
wagon situation is growing brighter all 
the time. Prices have not changed 
since early in January. In the mean- 
time jobbers have booked some very 
good business for future delivery, and 
every day brings additional orders. 
There is no great flutter, but rather a 
healthy expansion in sales. 


Boston jobbers’ 


brown, 


We quote from 


stocks: 
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Sherwood Line.—Coaster wagons, 
new type, rubber tire disk wheels, No. 
28, $8.25, list; No. 32, $9.10; No. 34, 
$9.90; No. 38, $11; No. 40, $12.35. Dis- 
count to the trade, 33% per cent. 
_Kiddie Karts.—No. 301, $3.50 each; 
No. 302, $4.50; No. 303, $5.50; No. 304, 
$6.50; No. 305, $8.50. Discount 3314 
per cent. 

Kiddie Specials.—No. 101, 2.25 
each; No. 102, $3: No. 103, $3.75; No. 
104, $4.50; No. 105, $5. Discount 3345 
per cent. 

Kiddie Koasters.—No. 705, $14.50 
each. Discount 3315 per cent. 

Kiddie Pedal Kars.—No. 154, $6 
each; No. 155, $7. Discount 331 per 
cent. 

Kiddie Shooter.—No. 805, $6 each. 
Discount 334% per cent. On large lots 
of all Kiddie products an extra dis- 

auwsQunt is allowed. 
Clippers.—The increasing cost of 


production has reached a vital point 
with the manufacturers of hand oper- 
ated clipping and shearing machines 
and parts. They have informed job- 
bers that goods ordered hereafter will 
cost more. This fact sooner or later 
will be reflected in local quotations. 


We quote from Boston jobbers’ 
stocks: 

Toilet Clippers.—Chicago Flexible 
Shaft A-1, $1.50 each; Khedive, $1; 
Pilgrim, No. 00, $1.10; Plymouth, No. 
0, 95¢e.; No. 00, $1.10; Success, No. 1, 
$1.50; No. 0, $1.65 No. 00, $1.88; 
Capital, No. 1. $2.35; No. 00, 32.60; 
Andis, No. 0, 00 and 000, $2.75; Amer- 
ican Gentleman, $1.50, list. 

Stewart No. 1 Ball Bearing Clip- 
ping Machine, $10.75; No. 360 Top 
Plate, $1; No. 361 Bottom Plate. $1.50; 
dealer’s discount, 25 per cent. 

Stewart Electric Clipping Machine, 
all standard voltages; hanging type, 


$80, f.o.b. Chicago; pedestal type, $85, 
f.o.b. Chicago; dealer's discount, 25 
per cent. 


Chain.—More chain has been sold in 
Boston and other sections of New Eng- 
land so far this winter than in any 
previous year. Local stocks, generally, 
are better than they were a fortnight 
ago, but are well below normal. Ship- 
ments from the makers are coming 
forward slowly. 


We quote from Boston jobbers’ 
stocks: 

Machine Chains.—Twist lengths, 
fs-in., 15c. per Ib.; 5g-in., 13¢c. per 
Ib.; ys-in., 124c. per Ib.; long or open 
length link chain, y;-in., I64c. per 
Ib.; %4y-in., 15ec. per Ib.; 9/32-in., lfe. 
per lb.; fs-in., 1244c. per Ib.; %-in., 
lle. per Ib. 

Coil Self-Colored Chain.— 
$14.30 per 100 lb.; %4-in., 
fs-in., $10.85; %-in., $9.35; 





ye-in., $9.10; to-in., $8.75; 5¢-in., $9.40; 
. 8.75; l-in., $8.45. 


%-in., $9.05; %-in., $ 
For less than 100 Ib., about 2c. a 
Co., La 


pound additional is charged. 
Clocks.—The Western Clock 
Salle, Ill., maker of the Westclox line, 
effective Feb. 2, withdrew a!l prices, 
and notified jobbers that orders will be 
accepted only to be billed at price pre- 
vailing at time of shipment. The com- 
pany explained that this action was not 
based on any prospective change in 
prices, for none is contemplated at this 
time. It is sold all of three months 
ahead, and finds itself unable to protect 
itself on raw materials. Some of the 
other clock makers are practically in 
the same boat, although they have not 
taken similar action. The retail dealer 
who is waiting for his shipment of 
clocks, after reading this paragraph 
will better understand the clock situa- 
tion today. 
We quote from jobbers’ stocks: 
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Western Line.—Sleepmeter, $1.30 
each; in dozen lots, $1.26 each; in 
case (forty-eight) lots, $1.22 each. 
Jack-o-Lantern, $1.95 each; in dozen 
lots, $1.90; in case lots, $1.84 each. 
Big Ben, "$2. 28 each; in dozen lots, 
$2.21 each; in case (tw enty-four) lots, 
$2.14 each. Baby Ben, $2.28 each; 
in dozen lots, $2.21 each; in case 
(twenty- a> lots, $2.14 each. Mon- 


itor, $3.25 each; in dozen lots, $3.15 
each; in case (twenty-four) lots, 
$3.06 each. 

Waterbury Line.—Royal, in case 


lots, 85c. each; in less than case lots, 
90c. to 95c. each. 

Gilbert Line.—Tornado, in case lots, 
85c.-each; in less than case lots, 90c. 
to 95c. each. 

Miscellaneous—Bluebird, $1.14 each; 
in dozen lots, $1.10 each; in case lots, 


$1.07 each. Blackbird, $1. 62 each; in 
dozen lots, $1.58 each: in case lots, 
$1.43 each. 


Cultivators.—Cultivators, with which 
everybody appeared oversupplied last 
year, are selling remarkably well. 
Probably some of the orders coming 
into this market would have been 
placed later or would not have been as 
large had the general impression 
gained supporters that stock was going 
to be easy to obtain later. 


We quote from Boston 
stocks: 

Midget, $3.35 per doz.; three-prong 
cultivators, $6.45 per doz.: five- prong 
cultivators, $8.65 per doz.; all prices 


net. 


Drills.—The sale of drills holds up 
remarkably well. It embraces all 
makes, styles and steels, with small 
ones having the edge on other sizes 
in activity. Reamers also are moving 
freely, but not as much so as are drills. 
The general drill situation is apparent- 
ly very firm. Some jobbers are in- 
clined to look for higher prices, but 
this opinion is not shared by a major- 
ity of the trade. 

We quote 
stocks: 

Drills.—Carbon, sizes up to 1%-in., 
tapered and straight shank, 60 per 
cent discount to 60 and 10 per cent 
discount; bit stock drills, 60 per cent 
discount; center drills. 65 per cent 
discount; drills and countersinks com- 
bined, 20 per cent discount; ratchet 
drills, 30 per cent discount; wood bor- 
ing brace bits, 50 per cent discount: 
high speed drills, 50 and 10 per cent 


jobbers’ 


from Boston jobbers’ 


discount; jobbers’ letter and number 
sizes, 50 and 10 per cent discount; 
electricians’ drills, 10 per cent dis- 
count. 

Reamers.—Bit stock, 30 per cent 
discount; bright square and T. S. 


standard makes. 65 per cent discount; 
checking, 25 per cent discount: ta- 
pered pins, 40 per cent discount; 
escutcheon pins, 45 per cent discount; 
small fluted rose and socket reamers, 
20 per cent discount. 
Freezers.—Jobbers are now begin- 
ning to shake their heads when sup- 
plies of freezers are questioned. 
Around the first of the month they 
were reasonably sure there would be 
enough to go around. Today they are 
not quite as sure of it. Orders, they 
Say, are coming forward in a satisfac- 
tory way. 


We quote from Boston jobbers’ 
stocks: 

og gee _ Mountain, 1-qt., 
$4.85 list; 2-qt., $5.65; 3-qt., $6.75; 
4-qt., $8.25; 6-qt., Sto. 45; 8- -qt., $13.50; 
10-qt., $18; 12-qt., $21. 55; 15-qt., 
$25.60; 20-qt., $33.20; 25-qt., $42.60. 

Arctic, 1-qt., ‘list: 2-at., $4.60; 
3-qt., $5.55; 4-qt., $6.80; 6-qt., $8.66; 
8-qt., $11.10; 10-qt., $14.80: 12-qt., 
$16. 65; 15-qt., ” $23. 30; 20- -qt., $30. 


Jobbers’ discount, 50 per cent from 
store or gai 

wg ae $2.95 list; 2-qt., $3.45; 
3-qt., at., $5; 6-at., $6.30: 
8-qt., Pde 20: ‘10. = $10.75; 12- -at., $14; 
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15-qt. ° $17. 

cent. Alaska + ae 2-qt. only, 

less one-third off. 

Glass.—Local jobbing quotations on 
window glass have been slightly re- 
duced to conform with new lists issued 
by the manufacturers. With prices for 
most things going up, the drop in glass 
was somewhat of a surprise to the job- 
bing trade, although it is believed pro- 
duction costs have been lightened by 
the turn for the better in the coal sup- 
ply situation. 


Discount 20 and 10 per 
$2.25; 


We quote from Boston jobbers’ 
stocks: 
Window’ Glass.—Single A, 25 


bracket, 85 per cent discount, 34 to 40 
bracket, 84 per cent discount, larger 
82 per cent discount. uble A, all 
sizes, 83 per cent discount. Single B, 
25 bracket, 86 per cent discount, 34 to 
40 bracket, 85 per cent discount, 
larger, 83 per cent discount. Double 
B, all sizes, 86 per cent discount. 


Guns and Ammunition.—Although 
not the season for guns, jobbers say 
retail dealers are beginning to nibble. 
More and more hardware dealers are 
carrying a line of guns, but the aver- 
age stock is small. 


We quote jobbers’ 
stocks: 

Ammunition.—Loaded _ shells, 25 
and 1 per cent discount; rim fire 
cartridges, 25 per cent discount, 
center fire cartridges, 18 per cent dis- 
count. 

Drop Shot.—Smaller than B, $2.70 
per bag; B and larger, $2.95 per bag. 
Air rifle, Boy Scout, shot, $4.85 per 
case. 

Guns.—Baker line, Batavia Leader, 


from Boston 


$32 each net, with ejector, $44.50; 
Black Beauty, $50, with ejector, 
$62.50; Paragon, $82, with ejector, 


$94.50; Expert with ejector, $165; De 

Luxe ‘with ejector, $320; war tax in- 

cluded in the above prices. 

Hoists.—The Yale & Towne line of 
screwed geared hoists, heretofore 
quoted at 33 1/3 per cent discount, are 
now 30 per cent. Discounts on other 
styles of hoists made by this Connecti- 
cut firm remain unchanged. 


We quote from Boston jobbers’ 
stocks: 
Hoists.—Chain, spur geared, 30 per 
cent discount; screw geared, 30 per 
cent discount; differential, 60 and 10 


per cent discount. 

Hose.—Advance orders for rubber 
hose are beginning to be a market fac- 
tor. The recent uplift in prices, made 
necessary by rising costs of raw ma- 
terial, has helped rather than hurt the 
sale of this class of goods. 


We quote from Boston jobbers’ 
stocks: 
Rubber Hose.—Milo, 1214c. per foot; 


Good Luck, 11%c.; Bull Dog, 14\%c. 
Iron and Steel.—Some of the largest 
of the jobbing firms here have been 
getting fairly liberal shipments of 
bars, etc., from the mills. As a result 
local stocks are considerably better 
than on Jan. 1. The demand for iron 
and steel out of stock is remarkably 
good, weather conditions considered. 
Prices are reported as very firm all 
down the line. 
We quote from Boston jobbers’ 
stocks: 
Steel.—Soft steel bars, $3.211%4 per 
100 Ib. base; flats, $4; concrete bars, 
$3.3614 to $3. 49; angles, channels and 
tees, $3.21%4; structural steel, $3.3114; 
plates. $3. 31% to $3.53%; tire steel, 
$4.65 to $5; open-hearth spring steel, 
$5; crucible spring steel, $12; bands, 
$4.40 to $4.90; hoop steel, $4.90; cold 
ig steel, $4.15 to $4.65; toe calk 
steel, 
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lron.—Refined, $3.21% per 100 Ib. 
base; best refined, $4.50; Wayne iron, 
$5.50; Norway, $6.60 to $7.10. 

Extras are charged for broken bun- 
dles and stock cut to length. Also 
warehouse extras are in vogue. : 
Lawn Mowers.—The same conditions 

govern the local lawn mower market 
as do shelf hardware in general. The 
amount of orders on the books of the 
jobbers amounts to a great many dol- 
lars and cents, and new business is 
coming to light every day. Some ap- 
prehension is felt by jobbers as to their 
being able to get all the stock they will 
need this season. Presumably because 
prices are on last year’s basis, retail 
dealers are more inclined to dip in 
rather heavy. 

We quote 

stocks: 
wn mowers, low. grades, 
$5.50 each; 16-in., $5.75; 18-in., $6.25. 

Medium grade, ball bearings, 16-in., 

$8 each; 18-in., High grade ball 

bearing, five- blade, 14-in., $12: 16-in., 
$18; 18-in., $14; 20-in., $15. 

Nails.—Cut nails have been marked 
up 15 cents. Prices otherwise remain 
unchanged. It is becoming more and 
more evident that wire nails will be 
scarce the first half of this year. Local 
jobbers are doing everything possible 
to increase holdings, but are having lit- 
tle success. 

We quote from Boston jobbers’ 


stocks: 
Nail.—Wire, $3.80 per keg, base, 
in less than 


from store; from mill, 
carload lots, $3.15 per keg, base, and 
in carload lots, $2.90 per keg, base, 
f.o.b. Pittsburgh; cut nails, $4.30 per 
keg, base, from store; from factory, 
in less than carload lots, $4 per keg, 
base, in carload lots, $3.90 per keg, 
base; galvanized nails, 1-in. and 
longer, add $1.75 per keg; shorter, add 
$2.25; hard steel nails, $8.10 per keg, 
base, from store; from factory, $7.60 
per keg, base. 
Percolator Tops.—A slight reduction 
in percolator tops has been made in 
this market. It amounts to possibly 


15 cents per gross. 


Pliers.—The William Schollhorn Co., 
New Haven, Conn., is out with a new 
catalog which shows a general advance 
in list prices amounting to perhaps 5 
per cent and a greater discount to the 
consumer and trade. The following 
prices are an indication of how those 
on the general line run. 


jobbers’ 
14-in., 


from Boston 


jobbers’ 


Pliers. ng line, No. 102, 
414-in., $1.50; - -75; 5%-in., 
$1.90; 6-in., $3.10: ‘6i- in., $2.25; 7-in., 

75; 8-in., $3.25. Discount, 25 per 


We quote from Boston 


stocks 


Poultry Supplies. — Local jobbing 
quotations on poultry netting staples 
have been increased 35 cents per 100 Ib. 
So uneasy have some of the jobbers 
become over the ability of the mills to 
make shipments of goods already sold 
by the Boston trade, that instructions 
have been given the makers to ship 
goods whenever possible, the elements 
of time limit having evaporated. Ship- 
ments of incubators out of store here 
are backward because goods from the 
manufacturers are not in after having 
been on the rails a month or so. 


we quote from Boston jobbers’ 


stock 

Brocders. —National line, A, 500 
chick capacity, $21.50 each; B, 1000 
chick capacity, $26.50 each. Less 30 
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per cent discount to the trade. Blue 
flame, No. 27, $17.50; No. 28, $20; No. 
29, $22. 50 each, list. 
incubators.—Buckeye line, No. 
$37.50 each, Ay No. $44.50; Rng 3 
$57.75; No $68; No. 4 $107; 1s, 


$16.50: No. t6 $27.50; No. 17, 336.7 
Discounts from stock, 30 per cont. 
From factory, Springfield, Ohio, f.o.b., 
35 per cent. 

Poultry Netting.—From store, 40 
and 10 per cent off list. From fac- 
tory, 50 and 5 per cent discount, f.o.b. 
Pittsubrgh, on any size of netting 
galvanized after weaving. For net- 
ting galvanized before weaving an 
extra 10 per cent is charged. 

Staples.—Galvanized poultry, from 
store, $5.80 per cwt. (in 100 lb. kegs); 
from the factory, in carload lots, $4. 70 
f.o.b. Pittsubrgh; in less than car- 


loads, $4.95. From store, in 10-lb. 
cartons, $6.80; 1-lb. papers, $7.80; 
%m-lb. papers, $8.80; 4-lb. papers, 
$9.80. 

Troughs.—Royal feed, 12-in., $2.50 
per doz., list; 18-in., $3; 24-in., $4. 


Discount 3344 per cent. 

Fountains.—Royal galvanized drink- 
ing, 1-qt., $4 per doz., list.; 2-qt., : 
4-qt., $6; ‘Mason jar, galvanized, $1. 25. 
Charcoal tin, $1.75 per doz. 


Rakes.—Wood lawn and hay rakes 
have been advanced approximately 50 
cents by the jobbing trade. 


Roller Skates.—Some very excellent 
orders for roller skates have been taken 
by the leading jobbing interests during 
the past fortnight. Here again, there 
appears reasonable doubt of there be- 
ing enough stock to go around this 
season. The manufacturers did such a 


Office of Hardware Age, 
1002 Park Building, 
Pittsburgh, Feb. 10. 


CTIVITY in the steel trade is at the 

high water mark at present, and 
from all indications it is going to last 
over the next six months at least. This 
is not confined to the Pittsburgh dis- 
trict alone, but is general all over the 
country. Local steel plants are running 
to at least 90 per cent of capacity, and 
the Steel Corporation mills are running 
to about 95 per cent. In spite of the 
present tremendous output sf steel of 
all kinds there is a scarcity in supply of 
some forms of finished steel, particu- 
larly with respect to wire products, steel 
bars, pipe and some of the lighter forms 
of steel. With this condition ruling, 
the higher prices that have come lately 
are readily explained, and there is every 
indication that the steel market is going 
to be higher. Large consumers are 
rushing orders into the mills at a rate 
that is simply swamping them. On 
sheets and tin plate the mills are sold 
up for this quarter, and are slow about 
taking on more orders for second quar- 
ter, as there is every sign that the sec- 
ond quarter will find prices on nearly 
all steel items higher than they are 
now. 

The building outlook for 1923 is ex- 
cellent. There will be great activity in 
the building of homes. A number of 
large structures planned that were held 
up last year on account of high building 
costs, are likely to be put through this 
year. Large capitalists have about de- 
cided that building costs will not be 
lower than they are now for at least 
three years, and they have decided they 


HARDWARE AGE 


tremendous ice skate business they did 
not have an opportunity to stock up 
as usual for this time of the year. Con- 
sequently they are far behind on sched- 
ule with little likelihood of being able 


to catch up. 
We quote from Boston jobbers’ 
stocks: 
Roller Skates.—Children’s, plain 


bearing, 70c. per pair net; boys’ and 
girls’ plain bearings, $1 per pair net; 
ball bearing, $1.65 per pair net. 


Rules and Levels—A lot of retail 
dealers must be getting ready for a 
smashing good rule and level business 
this season, if current orders can be 
taken as an indication. Evidently the 
rule and level business the country 
over is good. At least the activity of 
the makers suggests so. For instance, 
the Stanley Rule & Level Co., New 
Britain, Conn., plant has gone on a 
part night schedule for at least four 
weeks, and, if conditions warrant, the 
longer working hours will be main- 
tained. The company’s action was nec- 
essary because it is so far behind on 
deliveries. 


We quote 
stocks: 

Levels.—Goodell-Pratt Co. 
1400 series, rosewood, narrow, $3.70 
to $7.30 each; No. 1500 series, ma- 
hogany, narrow, $3.80 to $4.60 each; 
carpenters’ levels, two plumb, $3 to 
$3.40 each. Discount 25 per cent. 
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might as well go ahead. Rents are 
steadily going up here, making the rent- 
ing of small houses an attractive propo- 
sition to the owners. 

Figures just issued show that the 
output of pig iron in January was the 
largest in any one month for over three 
years. Production of semi - finished 
steel in the shape of billets, sheet and 
tin bars in January was also the largest 
in several years. In spite of this there 
is a scarcity in the supply of billets 
and sheet bars, the sheet and tin plate 
mills now being the heaviest con- 
sumers for more than three years. The 
present great activity in the steel trade 
is practically assured over the first half 
of this year. 

A large amount of steel business 
from the other side is coming to this 
country, due to the conditions ruling in 
Germany, and before long American 
steel makers will be turning down for- 
eign steel business, as they will not be 
able to make the shipments wanted. 

General conditions in the hardware 
trade are good, and the outlook for 
this year is pronounced by local jobbers 
to be very bright. The trade is buy- 
ing goods freely, due to the possibil- 
ity of higher prices, and also because 
consumers themselves are buying free- 
ly. Labor is well employed and at high 
wages. The outlook for the farmer is 
better than it has been at any time 
since the war closed, and it goes with- 
out saying that this country seems to 
be in for a long period of prosperity. 

There were no important changes in 
hardware prices in the past week, but 
the whole hardware price market is 
very strong, and on some lines it will 


from Boston jobbers’ 


line, No. 
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Stanley Rule . Level Co. line, No. 
per doz.; No %4-in. hexagon, 
44, bit, 36c. pe » 41 pocket, $1.61 


per doz. ; No 31, 2%-in. hexagon, 
34e. each: No 39%, mechanics’, 48c. 
each; No. 36, 12-in. metallic, $1.75 
each. 


Scythes and Snathes.—The scythe 
and snathe business likewise is boom- 
ing. One of the largest New England 
makers of this class of merchandise, 
who built a large foundry during the 
war, but has not operated it for many 
long months, is preparing to re-open 
this plant unit so fast are orders ac- 
cumulating. 


We quote 
stocks: 
Scythes.—Little Giant, $16 per doz.; 


from Boston jobbers’ 


bramble sizes, $16.50 per doz.; brush 
sizes, $16.50 per doz. 
Snathes.—Ash, $13 per doz.; cherry, 


$14.75 per doz.; bush, $14.50 per doz. 

Step Ladders.—Local prices on the 
Paris line of stepladders have been re- 
vised to a basis of 59 cents per step. 
On this basis a 6 ft. ladder now jobs 
out at $35.40 per dozen. 

Tinned Steel Products. — Wallace 
Bros., Wallingford, Conn., have notified 
the jobbing trade here that the con- 
tinued advances in the cost of raw ma- 
terials have made it necessary for the 
company to increase its prices approxi- 
mately 10 per cent on tinned steel 
products. 


be higher in the very near future. Job- 
bers and retailers are carrying heavier 
stocks of goods than for three or four 
years, and the wisdom of this course 
is likely to be demonstrated later by 
very satisfactory profits. 

Collections are reported as being sat- 
isfactory. 

Automobile Accessories—The con- 
tinued advance in prices of crude rub- 
ber indicate that higher prices on tires 
and tubes in the near future are not 
unlikely. Some dealers are carrying 
heavier stocks than usual, in the belief 
that they will save.money by doing 


this. Sales of tire chains have been 
heavier than usual this season, and 
stocks of dealers are low. With the 


general tendency to increased prices 
on nearly everything pertaining to cars 
prices on accessories are very firm. 
We quote -from jobbers’ stocks, 
f.o.b. Pittsburgh, as follows: pw 
Millers Falls, No. 145 jacks, $4.75. 
Reliable jacks, No. 1, $2.33; No. 2, 
$3,33, in lots of 12; Dert spark plugs, 
96c. each for all sizes in lots less than 
50; Champion X spark plugs, 45c. 
each for less than 100, and 43c. each 
for over 100; Champion regular, 53c. 
Axes.—While the season is well on 
its way, the fact that an advance in 
prices is impending has caused the pres- 
ent demand to be larger than usual at 
this season. Prices remain firm, but 
with a higher market on steel the trade 
is looking for a material advance to 
come about March 1. 


We quote from jobbers’ stocks, 
f.o.b. Pittsburgh, as follows: 

First grade, single bitted axes, 
handled, $19 per doz.; unhandled, $15 


per doz.; double bitted axes, handled, 
$24 per doz.; unhandled, $20 per doz.; 
second grade axes, single  bitted, 
handled, $17.50 per doz.; unhandled, 
$14.50 per doz.; double bitted, 
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handled, 

per doz. 

Bolts and Nuts.—There hes been no 
advance in prices on nuts and bolts, 
but the market is firmer than it has 
been in a long time, and some conces- 
sions that were formerly being made 
have been withdrawn. In other words, 
the makers are observing more closely 
the regular discounts. Demand is 
heavier and the car shops and automo- 
bile trades are placing good sized or- 
ders. Discounts on bolts and nuts, also 
prices on rivets to the large trade, are 
as follows: 

Machine Bolts. — Small, rolled 
threads, 60 and 5 per cent off list. 
Machine bolts, small, cut threads, 50 
and 10 per cent off list. Machine bolts, 
larger and_longer, 50 and 10 per cent 
off list. Carriage bolts, % x 6 in: 
Smaller and shorter, rolled threads, 
50, 10 and 5 per cent off list; cut 
threads, 50 per cent off list: longer 
and larger sizes, 50 per cent off list. 
Lag bolts, 60 and 5 per cent off list. 
Plow bolts, Nos. 1, 2 and 3 heads, 50 
and 10 per cent off list; other style 
heads, 20 per cent extra. Machine 
bolts, c.p.c. and t. nuts, 38 x 4 in. 
Smaller and shorter, 45 per cent off 
list; larger and longer sizes, 45 per 
cent off list. Hot pressed square 
or hexagon blank nuts, $3.25 to $3.50 
off list. Hot pressed nuts, tapped, 

to $3.50 off list. C.p.c. and t. 
sq. or hexagon nuts, blank, $3.25 to 
3.50 off list. C.p.c. and t. sq. or 
hexagon nuts, tapped, $3.25 to $3.50 
off list. Semi-finished hexagon nuts: 
Ys in. and smaller, U. S. S., 75, 10 


$21 per doz.; unhandled, $18 
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and 5 per cent off list; % in. and 
larger, U. S. S., 70, 10 and 214 per 
cent off list; small sizes, S. / E., 


80 and 5 per cent off list; S. A. E., 
5. in. and larger, 75 and 5 per cent 


off list. Stove bolts in packages, 80 
and 5 per cent off list. Stove bolts 
in bulk, 80, 5 and 2% per cent off 
list. Tire bolts, 50, 10 and 10 per cent 
off list. 


Cap and Set Screws.—Milled square 
and hexagon head cap screws, 75 per 
cent off list. Milled set screws, 75 
per cent off list. Upset cap screws, 
75 and 10 per cent off list. Upset set 
screws, 80 per cent off list. 

Rivets.—Large structural and ship 
rivets, base, per 100 Ilb., $3.15. Large 
boiler rivets, base, per 100 lb., $3.25. 
Small rivets, 65 per cent off list. 

Jobbers charge the usual advance 
to the retail trade for small lots out 
of stock 


Chain.—The demand for all grades of 
chain is quite heavy, and prices are rul- 
ing firm. With the good demand, and 
the fact that prices on raw materials 
are steadily going up, a higher market 
in the near future is not unlikely. 
Makers say they are well filled up for 
some time ahead. Prices on chain in 
large lots are ruling as follows 


ts l/ \ ” $,’ 3” 


x... eee $10.50 $9.50 eos $7.00 
BB oocoove 11.50 10.50 9.25 8.00 
eee Sipe 12.00 11.00 9.75 8.50 
11” 

“4” by” 

Proof $6.50 $7.00 
BB 7.50 8.00 
BBB 8.00 8.50 
1g” 1%” 

a 114,” 

Proof . $6.50 $6.25 
oe 7.50 7.25 
BBB §.00 7.75 
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surrounding 


CINCINNATI and the 
A districts experienced the first real 
touch of winter weather this week, and 
as a result there was a considerable 
merchandise. 


demand for seasonable 
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Extras: To be added to the price 
for size and quality desired. 

Exact sizes:  s-in. 2.25, 
$1.25, ¥-in. $1, %-in. ie., Yo in. 75c. 
per 100 Ib. | Twist link, #;-in. to %-in 
inclusive, 75c. per 100 lb. Bright coil 
chain, 50c. per 100 Ib. 

Cotton Mops.—The steadily advanc- 
ing market on cotton has brought about 
another advance of 5 per cent in prices 
on cotton mops. 

Clipping Machines.—The demand for 
these goods is reported to be quite 
active and prices are ruling firm. 


Y% -in. 


We quote from jobbers’ stocks, 
f.o.b. Pittsburgh, as follows: 
iewart No. | ball bearing clipping 


machine, $10.75; No. 360 top plate, 
$1; No. 361 bottom plate, $1.50; 
dealer’s discount 25 per cent. 
Stewart electric clipping machine, 
all standard voltages; hanging type, 


$80, f.0.b. Chicago; pedestal type, $85, 
f.o.b. Chicago; dealer’s discount 25 
per cent. 


Iron and Steel Bars.—Prices on steel 
bars are now ranging from 2.15 cents 
to 2.25 cents at mill in car loads and 
larger lots. The Steel Corporation mills 
are still quoting 2.10 cents at mill in 
large lots, but will not take on any 
new orders for delivery before the sec- 
ond quarter, and only from regular cus- 
tomers. Another advance in prices on 
steel kars, structural shapes and hoops 
and bands by warehouses in the near 
future is likely. Warehouse prices on 
steel bars are at present 2.85 cents for 
steel bars, 2.95 cents for structural 
shapes and 3.65 cents for steel bands. 
Local jobbers that handle these prod- 
ucts are now quoting the same prices, 
and the whole market is very strong. 

Sheets.—The market is very firm, 
sales are very heavy and some makers 
have advanced prices on blue annealed, 
black and galvanized sheets from $2 
to $3 per ton. Most mills are com- 
pletely sold up for this quarter, and 
there is every indication that prices for 
second quarter will be higher. The 
American Sheet & Tin Plate Co. is un- 
derstood to have very little tonnage 
available in sheets for second quarter 
shipment. 


Steel Pipe——In our report of last 
week, we noted that the Jones & Laugh- 
lin Steel Corporation had advanced 
prices on steel pipe $4 per ton, and on 
oil country goods $6 per ton. Since 
that report was written, all the makers 
of steel pipe, including the National 
Tube Co., the Steel Corporation pipe in- 
terest, have made the same advances, 
and the market is very firm at the 
higher prices. Jobbers and mill sup- 
ply houses have advanced their prices 
for pipe from stock to conform to the 
higher mill prices. The demand for all 
grades of pipe is very heavy, especially 
for small pipe for conduit purposes, 


CINCINNATI 


The trade generally is enjoying a 
goodly number of orders, and when it 
is considered that this is usually a dull 
period of the year, the volume of busi- 
ness offering is entirely satisfactory. 
Price changes are distinctly upward, 
and a considerable number have been 
put into effect by local jobbers follow- 
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and also is heavy for gas and oil lines. 


The Sinclair Pipe Line Co. has just 
placed an order for 250 miles of 10-in. 
and 100 miles of 8-in. line pipe with 
the Steel & Tube Co. of America at 
Chicago, also an order for 400 miles 
of 12-in. line pipe with the National 
Tube Co. of this city. These are two 
of the largest orders for line pipe that 
have been placed in a very long time, 
and will serve to fill these two concerns 
up for some time to come on the sizes 
of pipe noted above. On the small sizes 
of pipe used for building purposes, sev- 
eral local mills are filled up for about 
four months. 


Local jobbers are 
lots of steel pipe 


quoting for small 
out of stock as fol- 


lows: Prices per 100-ft. f.o.b. Pitts- 
burgh: 
Black Galv. 
Me) SitsasceKelsaan wae $3.27 
| ee errr a 3.15 
Be Ss vraes ow oekerees 3.15 $4.86 
SR ey tearoom 3.78 5.24 
RRR ae Be eee s 4.86 6.31 
Oey ere ery 6.99 8.93 
Bee? ctaeaeneees 9.46 12.08 
ME Pacis ogee teres 11.31 14.44 
S cAeaetiwaeoneepans 15.21 19.43 
| rere 


Wire Cloth.—The demand continues 
very active, and there promises to be 
a shortage in supply of wire cloth this 
season. Prices are very firm, and one 
or two local jobbers may advance their 
prices in the near future. However, 
they are still quoting $2 per 100 sq. ft. 
for black, No. 12 mesh, $2.65 for gal- 
vanized and 7 cents per sq. ft. for cop- 
per, No. 14 mesh. Local stocks are 
running very low. 


Wire Products.—Mills say they are 
more concerned in keeping new busi- 
ness away than they are in getting it. 
Their order books are filled up for some 
time to come, there is a shortage in 
wire mill labor, ayd steel is also hard 
to obtain as promptly as needed. All 
the independent mills have adopted the 
extras lately put out by the American 
Steel & Wire Co. 


We quote from jobbers’ 
f.o.b. Pittsburgh, as follows: 

Wire nails, $3 to $3.10 base per keg; 
galvanized, 1 in. and longer, includ- 
ing large ,jtead barbed rooting nails, 
taking an advance over the price of 
$1.50, and shorter than in., $2; 
bright Bessemer and basic wire, $2.75 
per 100 lb.; annealed fence wire, Nos. 
6 to 9, $2.90; galvanized wire, $3.40; 
galvanized barbed wire, $3.70; gal- 
vanized fence staples, $3.75; painted 
barbed wire, $3.40; polished fence 
staples, $2.20; cement coated nails, 
per count keg, $2.60; these prices 
being subject to the usual advance 
for the smaller trade, all f.o.b. Pitts- 
burgh, freight added to point of de- 
livery, terms 60 days net less 2 per 
cent off for cash Dis- 





stocks, 


in 10 days. 


counts to jobbers on woven wire 
fencing are 68 per cent off list for 
carload, 
lots, 
lots, 


67 per cent off for 1000-rod 
and 66 per cent off for small 
f.o.b. Pittsburgh. 





ing receipt of similar advances from 
manufacturers. Some lines are scarce, 
particularly wire nails and_ roller 
skates, which it is almost impossible 
to secure. A manufacturer of alarm 
clocks has withdrawn all prices, and 
has sent out the announcement that 
the line is completely sold up for at 
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Mill and Hardware Supplies Prices—February 10, 1923 


BARS—CROW— 
Steel Crowbars, 4 ft., 10 lb. 80¢ 
Ait. x Wo. $1.15; 5 ft. 18 


b. $1.4 
Pinch Bars, 5% ft. 24 Ib. $1.60; 
2 ft. 78¢; 2% ft. 88¢. 


a 
From No. 1 Oak Tanned Butts. 
Belting, Ex. Hvy., 18 oz..35% 
Belting, Heavy, RG Gs vk. 40% 
Belting, Medium, 14% oz. ‘in 
Belting, Light, 13 reences 50% 
Second quality, Sides......55% 
Second quality, Shoulders. 60% 

Cut sas need Lacing, Strictly 
PLACER D RE RRR K We 45% 

nae Lacing Sides, per sq. 

ft. Raw Hide, No. 1 in- 
side 17 sq. ft. and over. .47¢ 
5¢ 


EMER Y—Turkish— 

Out of market at present time. 
DOE Tis i000 cre cveceses 10¢ 
HAMMERS AND 


SLEDGES— 

BOD k cdcccccccecess 60-5% 
SHEE vnecccvssusene 60-10-5% 
OILERS— 

Steel, Copper Plated...... 70-5% 
Chace, Brass and Copper...10% 
Railroad, coppered........ 50-5 % 
Chace, Zinc Plated.......40-5% 
Railroad, brass .......... 20&5% 
PICKS AND MATTOCKS— 
WOE acvdevidevecuess 50-5 % 


Contractor's Picks 
40% Discount 
ROPE— 


Eastern Retail Trade. Per lb. 


BD Biri ceccgcuenescceneeas 6.78 

SD Midacecscccncenacedceae 7.18 

WW Biv ikcccdnctsqueseceass 15.38 
Saw Frames— 

lretiy. $F EEBi ccocccussccs $3.10 


Steel adj., 8 to 12 in. 
Steel, adj., steel hdle., per dos., 


Star H. S. Frame........ $18.12 
Adj. Pistol-Grip, per doz. .$18.12 
SCREV. S— 

Coach, Lag and Jack— 
Coach Gimlet Point...... 40-10% 
Jack Screws— 
Standard Lis. ooo cccvccoees 45% 
Machine— 


Cut Thread Iron, 
Flat Head or Round Head, 


a 4 Taps, smaller than % 


4 
M es Taper Taps, No. Z to 
WA he Wilda ccactcccs 0-10-5% 
M. S. Taper Taps, pe 
40-2-"%29% 
WASHERS—Cast— 
Over %- inch, barrel lots, per 
WO ieaw a tccadawesedcxcees 6.2 
i a, and Steel 
Size Bolt ts ¥% \Yy 


8 
Washers $10.25 9.25 7.75 
5 Yh 
7.50 7.40 


WRENCHES— 
Agricultural .......... 50-10-5% 
Alligator or Crocodile. --50% 





Drop Forged S ---40% 
Stillson pattern.......... 60&5% 





CT Ae Se OC Manila, ¥% in. diam. and larger: 50&10% Genuine Walworth av 
Rubber— Highest Grade 20%¢ Ib. base Fillister or Oval Round Head, METALS— 
Competition (Low Grade) 50&10% Second Grade...18/4¢ Ib. base 50&10% Tin— 
Standard ...... Beseuwe 40&10% Hardware Grade ; Fillister or Oval Head .40&10% Soot DIF see eeeeeeeeese 33% 
Best Grades ......cccccees 35% Sietghe a one har Rolled Thread Irom, F. H, or BAF «++. Song 40@44¢ 
BLOCKS—Tackle— ee eee eee ee 4 HE. cccccccceccececes 0-5% opper— 
Common Wood .«scesceces 45% Second Gradeé.......+++++. 20¢ ye AE or Oval ances 80% Lake Ingot ....+++++se+eess 15¢ 
Patent .... 45% Sieg, Bey, nd Coarse: Bale Ropes, Rolled Thread Brass: ve salle od caealachtet a rT 44 
veceesee veecens Medium an oarse: so a errr rrr 
Carriage "machine &e.— — Quality, 23%4¢; aeeené Fillister be dual’ fizad: 60% Spelter and Sheet Zinc— 
by pemteee Cansta io Ceut thr a ; Tr rere 20u%¢ a Western spelter ........ 6% @7T¢ 
% 9 aveGG) : Sisal, Tarred, Medium Lath Set and Cap— aa Sheet Zine, No. 9 base, cast 
x 6, and smaller... .60&5% Verne: Flat Head, Iron...........- 75% 9¢ open 9%¢. 
Common. Carriage (rolled First quality............. 23¢ Set (Steel) net advance over Readies 
bas Second quality. Senn du re SOM wr acrccccccccccocecs 62 American Pig, Per Ib. .64% @6%¢ 
Bae end ener... ot 0% Cotton Rope Sq. Fd. COP. ccccccccccccee 73% Bar, vr bag siesipasace 7 @tKs 
Phila. Eagle, $300 list... 60% Bett Sin. ond 306 to. 60 “a 4344 Larger or Longer. n+ .S040% 
q A . s $4" and smaller.......... 73% 
Bolt Ends, H. P. Nuts..... 40% Medium, 6/16-in. and ao : 5g” and larger..... 50&10&5% Seléer— - 
Machine (out thread): 77” ee Ge, cree, aggiesee — Fillster Head Cop. 0 o......48% Xo Sy NIN oo igS 
’ en's a ir Mis -In. an oo Ws Vnccoceretenuxeccal 1 
Larger or Longer..... 40-10% TIME vis cecana casa 45 @46¢ Flat Head Iron... .77%%-5-20-5% “Prices on’ ‘solder indicated by 
y 
DRESSING—Belt— jpere Round Head, Iron. ..75-5-20-5% private brand vary according to 
Liquid in gal. cans, gal..$3.00 =, > Mie Cad AP... 0600 23¢ Flat Head, Brass...72'%4-5-20-5% composition. 
DRILL AND DRILL No. "2, Yin, and up.....19%¢ Round Head. Brass. 70-5 & 20-5¢ Z Babbitt Metal— 
STOCKS— SAWS AND FRAMES— Flat Head, Bronze...... 671%4-5% Best grade, per Ib........... i5¢ 
TU. Be SMR ce eciccec: 60% ack— Round Head, Bronze..... 65-5 % Commercial grade, per Ib... .35¢ 
i... renee and - Blades: $4.20 wars DIES AND . Animeny— etx 
ra _ Ora ere ee 4 APS— Asiatic, per Ib........ ¥ € 
Ce FLEE Pe ere _ a eee 4.50 Ge ora alveddssniaceauns “433% Aluminum— 7 
Wire Gauge Jobbers’ and ie % 2 See 4.79 Hand 7 Y% to %...40-2u% No. 1 Aluminum ( ranteed over 
BigcEOe sv i.csecccacces 60% Eh Ree 5.39 ie Nk” ere 48% 99 per cent pure), in ingots for 
Brace Drills for Wood. aBuG RSC We ie ka vce ccacueccdeesecn 5.99 PPM Rece ccavecavesnancd 30° remelting, per Ib......2 25@27¢ 








least three months. Manufacturers of 
galvanized ware are said to be contem- 
plating an advance, and it is expected 
some announcements will be made 
within the next few days. 

Sales in the automobile accessories 
branch of the trade are running at 
least 20 per cent ahead of the same 
period last year, and indications point 
to this ratio being maintained, if not 
exceeded, through the balance of the 
year. Wintry weather this week has 
given the dealers an opportunity of 
disposing of their stock of winter ac- 
cessories, and has also created a rush 
for tire chains, anti-freezing solutions 
and heaters that has been a problem 
for the jobbers to solve. However, 
everybody’s needs have been cared for 
to date, but with a continuation of the 
colder weather there undoubtedly will 
be a shortage of goods. 

Alarm Clocks.—The Western Clock 
Co. has withdrawn prices, and has an- 
nounced that its output has been sold 
for at least three months ahead. Alarm 
clocks are in good demand, and jobbers’ 
stocks badly broken. 


Automobile Accessories. — Winter 
weather experienced this week created 
an unusual demand from dealers for 
winter accessories. Orders for future 
needs are also coming in good volume, 
and one jobber reports his sales to date 
easily running 20 per cent ahead of 
last year. This jobber recently estab- 
lished a policy of offering a leader to 


the trade which has been eminently 
successful. He takes a well known 
article from stock, makes a_ special 
price, and gives it an extra push for 
a month. To illustrate the success of 
the method, an example of this month’s 
special is given. It is a very handy 
little article, much used in garages and 
work shops—in other words, a bench 
vise. Dealers have been in the habit 
of ordering these one at a time, but 
with the special price and the extra 
push of the salesman, this jobber has 
sold as many of these articles in six 
days as is usually disposed of in six 
months. A different special will be of- 
fered each month. Prices of accessories 
remain stable, but the tendency is to 
advance. 


Builders’ Hardware.—A general ad- 
vance of 10 per cent has been made by 


local jobbers in builders’ hardware 
prices, following similar announce- 
ments from manufacturers. The de- 


mand keeps up steadily, and stocks are 
only in fair shape. Indications cer- 
tainly point to another big year in 
building construction, as permits is- 
sued in Cincinnati alone during Janu- 
ary were valued at over $1,500,000. 


Bolts and Nuts.—The demand for 
bolts and nuts is steadily increasing, 
and prices are tending upward. Job- 
bers, however, have made no changes 
recently. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, small sizes, 


50 off; large sizes, 50 and 10 off; car- 
riage bolts, small, 50 off; large, 40 
and 10 off; stove bolts, 75 off; semi- 
finished nuts, 9/16 and smaller, 75 off; 


pad 


larger sizes, 70 off 

Bucket Pumps.—The Cincinnati 
Pump Mfg. Co. has advanced prices of 
bucket pumps, and local jobbers have 
changed their prices accordingly. The 
Boss pump is now selling at $9 each, 
and the Cincinnati pump at $8.75 each. 

Clothes Line.—Local jobbers have 
advanced prices on wire clothes line 
about 10 per cent following similar an- 
nouncements from manufacturers. 

Covert Snaps.—The Covert line of 
snaps has been advanced approximate- 
ly 10 per cent and local jobbers have 
changed their prices accordingly. 

Cotton Waste—Cotton waste has 
been advanced 3 cents per lb. by local 
jobbers, following a similar advance by 
manufacturers. 

Flashlights—The demand for flash- 
lights is exceptionally heavy, and job- 
bers report inability to secure sufficient 
goods to take care of orders. The re- 
sult is that resort has been made to 
allotment of goods in order to satisfy 
the trade. Prices are steady. 

Galvanized Ware.—Further advances 
have been made by manufacturers of 
galvanized ware, but the movement has 
not become general. Indications are, 
however, that local jobbers will make 
a slight advance in prices within the 
next week or two, as manufacturers’ 
costs are said to be just about caught 
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up with their selling prices, and ad- 
vances certainly will mature shortly. 
The demand is good. 

We quote from Cincinnati jobbers’ 


stock: Galvanized pails, 10-qt., $2; 
12qt., $2.25; 15-qt., $2.50; 16-qt., 
$3. 25: oan. tubs, 7 4 $4.75; 


No. 1, $5.75; No. 2, $6.50; N 
all prices per doz. 


Garden Hose—Orders for garden 
hose are coming through steadily, and 
jobbers expect good business this year. 
No indications of price advances are 
at hand as yet, but jobbers believe that 
something will be done shortly by 
manufacturers, and dealers who have 
not bought are advised to think seri- 
ously about it. 


Horseshoes.—The . Burton line of 
horseshoes has been advanced 50 cents 
per keg, and local jobbers have ad- 
vanced their price accordingly. 

Horse and Cow Ties—An advance 
of 10 per cent has gone into effect on 
cow and horse ties. 

Lines.—The Velcheck line of seine 
line, trout line and staging has been 
advanced 2 cents per Ib., and are now 
quoted at 50 cents per Ib. 

Lawn Mowers.—The demand for 
lawn mowers is heavy from dealers 
who want to insure themselves a sup- 
ply for the summer’s trade. One job- 
ber reports that practically all his 
mowers have already been taken, and 
it is an exceedingly difficult matter to 
get factories to increase orders, or to 
take on any more business for this 
year. Prices are very firm. 


We quote from Cincinnati jobbers’ 
stocks: Cheap lawn mowers, 12-in., 
$4.70 each; 14-in., $4.95 each; 16-in., 
$5.20 each; medium bearing, 14-in., 
$7.50 each; 16-in., $7.75 each; better 
grade, bali bearing, 14-in., $8 each; 
16 in., $8.35 each; 18-in., $8. 75 each; 
five- knife high wheel ball bearing, 
16-in., $11.25 each; 18-in., $11.75 each; 
20-in., $12.25 each. 


Nails.—It is almost impossible to 
place an order for nails with mills, ac- 
cording to jobbers. The demand is 
heavy from dealers who remember the 


3, $7.60; 


Office of HARDWARE AGE, 
3725 Colfax Ave. So., 
Minneapolis, Minn., Feb. 10. 


OBBERS report that business is de- 

veloping beyond their expectations 
for this season of the year. The com- 
ing season promises to be an exception- 
ally good one for automobile accessories 
and supplies, and dealers having acces- 
sory departments are anxious to get 
stocks in shape for early spring. 

While retail hardware sales are 
usually quiet at this season of the year 
dealers are very well satisfied with the 
volume of business being received at 
this time, and look forward to an ex- 
ceptional spring business. 

The railway car situation is easing 
up somewhat, enabling prompter ship- 
ments of grain and produce. 

The manufacturing trades are im- 
proving gradually and expected to show 
a steady gain. 

Collections are perhaps a little bet- 
ter than they were. 
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shortages of last year and want to lay 
in a supply. Prices are advancing, and 
one jobber has advanced to $3.30, and 
it is expected that others will follow 
within a few days. 
We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.20 to 


$3.30 per keg, base; cement coated 
nails, $2.70 to $2.80 base. 


Paints and Oils.—Jobbers of paints 
and oils report a big movement in an- 
ticipation of a heavy spring demand. 
Prices continuue to fluctuate, especially 
on turpentine, which dropped 13 cents 
per gallon since the last report. Mixed 
paints and linseed oil prices are firm. 
White and red lead have advanced 12 
cent per lb. since last report. 

We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.60 per gal.; linseed oil, single 
barrels, $1.01 per gal.; turpentine, 
single barrels, $1.47 r gal.; white 


pe 
and red lead, in 12% Ib. kegs, 14%c. 
per gal. 


Poultry Netting.—Future orders are 
good at unchanged prices. 


Roofing Paper.—There is an actual 
scarcity of sheathing paper, according 
to local jobbers, and it is becoming 
difficult to satisfy the demands of the 
dealers for any grade of roofing paper. 
Prices are scheduled for an advance, 
according to those well informed, but 
nothing tangible has appeared as yet 
to confirm this impression. 


We quote from Cincinnati jobbers’ 
stocks: Standard, light, 95c. per sq.; 
medium, $1.20 per sq.; heavy, $1.50 
per sq.; Holdfast, light, $1. 30 p per sq.; 
medium, 1.55 per sq.; heavy, $1.85 
per sq.; slate surface roofing, 85-lb. 
quality, $1.95 per sq., both red and 
green. 


Roller Skates.—Local jobbers report 
that they are completely out of roller 
skates, and manufacturers give no hope 
of alleviation of this situation, beyond 
the fact that shipments will be rushed 
as fast as possible. To judge by the 
demand, roller skating this year is go- 
ing to be one of the nation’s favorite 
indoor and outdoor sports. Prices are 
as last quoted. 


TWIN CITIES 


Builders’ Hardware.—A great deal 
of interest is now being shown in pros- 
pective construction work, and judging 
from permits already taken out another 
big season can be expected. In fact, 
should the outlook develop as rapidly as 
it did last spring, proportionately, it 
would indicate even a bigger year in 
builders’ hardware. 

Axes.—Season of the year considered 
there is a very good volume of busi- 
ness being obtained. Prices are very 
firm and advances are expected. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Medium grade, single 
bit, base weights, $13.80 per doz.; 
double bit, $18.36 per doz. 


Ash Sifters—While there is still 
some business being done the bulk of 
this season’s sales have no doubt been 
made. No price changes have been 
noted. 


We quote from jobbers’ oie, f.o.b. 
Twin Cities: Square wood, $3./5 per 
doz.; metallic, round, $4 per doz.; 
wood, barrel, $12 per doz. 


Bale Ties.—Sales of bale ties are con- 


Reading matter continued on page 86 
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Stove Pipe and Elbows.—Jobbers are 
beginning to be afraid that a shortage 
of stove pipe and elbows will develop 
this year, as some manufacturers 
have withdrawn from the market ow- 
ing to their sold-up condition. Prices 
are scheduled for an advance, accord- 
ing to gossip in the trade. 

Sash Cord—The demand for sash 
cord is keeping up steadily, and prices 
are very firm, despite fluctuations in 
the cotton market. 


We quote from Cincinnati jobbers’ 
stocks: Better grades, 67c. per Ib.; 
cheaper grades, 40c. per Ib. 


Sash Weights.—It is almost a cer- 
tainty that cast iron sash weights will 
be advanced at least $5 a ton within 
the next few days. Some jobbers ex- 
pect the new price to the trade will be 
at least $2.65 per 100 lb., but this will 
not be definitely known until the manu- 
facturers issue the new list. 


Wire Products.—The demand for 
plain wire and wire cloth is assuming 
heavy proportions. Mills are reported 
to be declining orders for plain wire, 
and manufacturers are turning to the 
jobbers to help them out. As a result 
a scarcity is imminent, and as a con- 
sequence prices are very firm. Sales 
of wire cloth this year have been much 
heavier than last year, and many or: 
ders are yet to come in. 


We quote from Cincinnati jobbers’ 
stocks: Plain wire, $3.15 per 100 lb.; 
wire cloth, black painted, $1.80 per 
100 sq. ft.; opal, $2.40 per 100 sq. ft. 


Wringers.—The Lovell Mfg. Co. has 
advanced the price of its Anchor line 
of wringers $3 per doz. and local job- 
bers have changed their prices accord- 
ingly. Nothing has been heard from 
the American Co. regarding new price 
lists. 


Yale & Towne Goods.—Yale & 
Towne have made advances approxi- 
mately 5 per cent on padlocks and 
catches, and local jobbers have put the 
new prices into effect. 


sidered of fair volume. There has 
been an increase in prices. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Single loop bale ties, 70 
per cent from standard lists. 


Bolts.—The dealer in a position to 
go after the manufacturer for business 
is obtaining a very substantial amount 
of both present and future orders. 
Firmness of prices and prospective 
shortage of merchandise helps to en- 
courage early buying. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Small carriage bolts, 
45-5 per cent; large carriage bolts, 

45 per cent; small machine bolts, 50-5 


per cent; large machine bolts, 50 per 
cent; lag screws, 55 per cent. 


Brads.—Retail buying is very light, 
but there is a fair volume of business 
being obtained from factories using 
brads in their business. Prices remain 
firm. 

We quote from jobbers’ stocks, f.o.b. 


Twin Cities: Brads, in standard pack- 
ages, 75 per cent from list. 


Eaves Trough, Conductor Pipe and 
Elbows.— Lack of demand appears to 











February 15, 1923 











Keep a copy of the 
McKinney Booklet tied 
to your counter. It be- 
comes a force in your 
day’s work. Your cus- 
tomers will find among 
the many illustrations of 
sliding-folding and 
around-the-corner doors, 
one that meets their needs. 
Your work in the sale 
consists of taking down 
the Complete Garage Set 
in its box from your shelf. 
Send for a copy of this 
book. 


The complete line of 
builders’ hardware, in- 
cluding hinges and butts, 
door hangers and track, 
door bolts and latches, 
window and screen hard- 
ware and wrought spe- 
cialties, is marked with 
the sign of quality— 
McKinney. 


McKINNEY 
MANUFACTURING CO. 
Pittsburgh, Pa. 


Western Office, Wrigley Bldg., Chicago 
Export Representation 





P.M. 
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Customer wants 
“Some Hardware for 
a garage door.” 


Dealer gets out his 
trusty McKinney 
Booklet. 


Customer finds exact- 
ly what he is looking 
or. 


The McKinney Com- 
plete Garage Door Set, 
packed complete in a 
box, is handed over 


by the dealer. 


EXIT the satisfied cus- 


tomer. 


McKINNEY 
Hinges and Butts 


4 ¢.> 
a 


22 


P.M. 
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fhhave caused a temporary decline in 
market prices. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Eaves trough, 28 gage, 
lap joint S. B. 5 in., $5 per 100 ft.; 28 
gage, 3 in., conductor pipe, $4.75 per 
100 ft.; 3-in. conductor elbows, $1.55 
per doz. 

Files.—Demand for files continues to 
be of only fair average volume. Stocks 
are good. Prices remain stationary. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Nicholson files, 50-5 per 
cent; Arcade files, 65-10 per cent. 
Galvanized Ware.—Dealers are plac- 

ing their orders for spring requirements 
so that jobbers are receiving a fairly 
good volume of business. Prices re- 
main firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Galvanized tubs, No. 1, 
$6.10 per doz.; No. 2, $6.85; No. 3, $8; 
heavy galvanized, No. 1, $12; No. 2, 
$18; No. 8, $15; standard 10-qt. gal- 
vanized pails, $2.25 per doz.; 12-qt., 
$2.35; 14-qt., $2.70: standard 16-qt. 
stock pails, $4.25; 18-qt., $4.80; heavy 
stock pails, 16-pt., $6; 18-qt., $7.35. 


Lanterns.— Taken as a whole the 
sales during the winter have been well 
up to the usual volume. Present de- 
mand is rather light and prices steady. 

We quote from jobbers’ stocks, !.0.b. 
Twin Cities: Tubular lanterns, long 
or short globe, $13 per doz.; tubular 
dash lanterns, $16.90 per doz. 
Nails—Many contractors are now 

protecting themselves on their spring 
requirements and consequently dealers 
are booking a good volume of business. 
Price advances and shortage of many 
sizes is anticipated. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Smooth wire nails, $3.75 
base per keg; cement coated nails, 
$3.25 base per keg. 

Rope.—Large users of rope protected 
themselves just before the recent in- 
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crease went into effect, consequently 
sales just at present are rather light. 
Prices are steady. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grades manila rope, 
20%c. per lb. base; best sisal rope, 
16142c. per Ib. base. 

Sash Cord.—The immediate demand 
is only of small volume, but a large 
amount of spring business is expected. 
A great many of the larger users pro- 
tected themselves by placing orders be- 
fore the recent advances. Market prices 
continue firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Best grades No. 8 sash 
cord, 79c. per lb.; ordinary solid cot- 
ton sash cord, 47c. per Ib. 

Sash Weights.—With the advancing 
prices on both iron and steel there 
would appear to be every reason to ex- 
pect a price advance on sash weights. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Sash weights, $2.25 per 
cwt. 

Screws.—There continues to be a 
very active demand for wood screws 
on the part of the large users. Actual 
retail demand is only of fair volume. 
Considerable shortage of various sizes 
is developing. Prices are steady. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Flat head bright wood 
screws, 80-5 per cent; round head 
blued, 75 per cent; flat head ja- 
panned, 70 per cent; flat head brass, 

75 per cent; round head brass, 70 per 

cent. 

Shearing and Clipping Machines.— 
The demand for shearing and clipping 
machines is considered very satisfac- 
tory. Most of the sales are for later 
delivery. Prices remain firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Stewart No. 11 ball bear- 
ing clipping machine, $10.75; No. 360 
top plate, $1; No. 361 bottom plate, 
$1.50; dealers’ discount, 25 per cent; 
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Stewart electric clipping machine, all 

standard voltages, hanging type, $80, 

f.o.b. Chicago; pedestal type, $85, 

f.o.b. Chicago; dealers’ discount, 25 

per cent. 

Sidewalk Scrapers and Snow Shovels. 
—There has been a very substantial 
volume of business, although coming 
considerably later in the winter than 
usual. Prices are firm. 

We quote from jobbers’ stocks, f.o.b. 


Twin Cities: Medium grade steel 
scrapers, $4.25 per doz.; straight 
handle wood blade snow _ shovels, 


$4.85 per doz.; straight handle steel 

blade, $5.25 per doz.; galvanized steel 

blade, D handle, $10.75 per doz. 

Solder.—The demand for solder con- 
tinues of good volume, and prices have 
been increasing practically every week 
for the past five or six weeks. Present 
prices as follows: 

We quote from jobbers’ stoks, f.o.b. 
Twin Cities: Guaranteed Half and 
Half solder, 29c. per Ib. 

Tin Plate—Sales are opening up 
very good for so early in the season, 
and the present outlook would indicate 
an unusually good season, especially on 
roofing grades. Prices are firm. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Furnace coke ICIs 20 x 
28, $13; roofing tin IC 20 x 28, 8-lb. 
coating, $12.75 
Wire.—There is considerable interest 

being shown in wire goods and wire 
fencing, caused largely by prospective 
shortage and difficulty in obtaining 
necessary supplies, and partly by the 
fact that spring demand will soon open 


up. 

We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Barbed wire, painted 
cattle, 8) rod spools, $3.29; galvan- 
ized cattle, $3.56; painted hog wire, 
$3.51; galvanized hog wire, ~ 
smooth black annealed No. 9, 
per cwt.; galvanized annealed No. 9, 
$4.10 per 100 Ib. 





Coming Hardware Conventions 








PE Lee 


AND ATLANTIC SEABOARD 
INc., CONVENTION 


PENNSYLVANIA 
HARDWARE ASSOCIATION, 
AND EXHIBITION, Philadelphia Commercial 
Museum, Feb. 12, 18, 14, 15, 16, 1923. 
Sharon E. Jones, secretary, 1314 Fulton 
Building, Pittsburgh. 

OHIO HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Cleveland, Feb. 13, 14, 15, 
16, 1923. Exhibition in the new Municipal 
Hall James B. Carson, secretary, 1001 
Schwind Building, Dayton. 

ILLINOIS RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel Sher- 
man, Chicago, Feb. 13, 14, 15, 1923. L. D. 
Nish, secretary-treasurer, Elgin, Il. 

Iowa RETAIL HARDWARE 
CONVENTION AND EXHIBITION, 
Feb. 18, 14, 15, 16, 1923. 
tary, Mason City. 

OREGON RETAIL 


ASSOCIATION 
Des Moines, 
A. R. Sale, secre- 


HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVENTION, 
Portland, Feb. 14, 15, 16, 1928. E. E. 
Lucas, secretary, Hutton Building, Spokane, 
Wash. 

NorTH DakoTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Grand 
Forks, Feb. 14, 15, 16, 1923. C. N. Barnes, 
secretary, Grand Forks. 

CALIFORNIA RETAIL HARDWARE AND IMm- 
PLEMENT ASSOCIATION CONVENTION, Palace 
Hotel, San Francisco, Feb. 19, 20, 21, 1923. 
Le Roy Smith, secretary, 112 Market Street, 
San Francisco. 


coenenennnersnnoannnnny 


MissourRI RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Marquette 
Hotel, Feb. 27, 28, March 1, 1923. F. X. 
Becherer, secretary, 5106 North Broadway, 
St. Louis. 

NEw YorK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXPOSITION, 
Rochester, Feb. 20, 21, 22, 28, 1923. Head- 
quarters, Powers Hotel, Sessions and Ex- 
positions at Exposition Park. John B. 
Foley, secretary, City Bank Building, Syra- 
cuse, N. Y. 

MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Duluth, Feb. 20, 21, 22, 
23, 1923. H. O. Roberts, secretary, 1120 
Metropolitan Life Building, Minneapolis. 


NEW ENGLAND HARDWARE DEALERS’ AS- 
SOCIATION CONVENTION AND EXHIBITION, 
Mechanics’ Building, Boston, Mass., Feb. 


21, 22, 23, 1923. George A. Fiel, secretary, 
10 High Street, Boston. 


SOUTHERN CALIFORNIA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Fullerton, Feb. 
27, 28, 1923. H. L. Boyd, secretary, San 
Fernando Building, Los Angeles. 

CONNECTICUT HARDWARE ASSOCIATION 
CONVENTION, Bristol, Feb. 15, 16, 1923. H.S. 
Hitchcock, secretary, Woodbury. 

AMERICAN HARDWARE MANUFACTURERS’ 
ASSOCIATION CONVENTION, Jacksonville, Fla., 
April 24, 25, 26, 27, 1923. Headquarters, 
Windsor Hotel. F. D. Mitchell, secretary- 
treasurer, 1819 Broadway, New York. 
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SOUTHERN HARDWARE JOBBERS’ ASSOCIA- 
TION, Jacksonville, Fla., April 24, 25, 26, 
27, 1923. Headquarters, Windsor Hotel. 
John Donnan, \secretary-treasurer, Rich- 
mond, Va. 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION, Columbia, S. C., May 
8, 9, 10, 11, 1923. T. W. Dixon, secretary- 
treasurer, Charlotte, N. C. 

ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, May, 1923. Marion Hotel, 
Little Rock. L. P. Biggs, secretary, 815- 
816 Southern Trust Building, Little Rock. 

AMERICAN IRON, STEEL AND HEAVY HaARD- 
WARE ASSOCIATION CONVENTION, Drake 
Hotel, Chicago, May 15, 16 17, 1923. A. H. 
Chamberlain, secretary-treasurer, Marbridge 
Building, 34th Street and Broadway, New 
York. 

SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, COv- 
ering Tennessee, Alabama, Georgia and 
Florida. Auditorium Armory, Atlanta, Ga., 
May 15, 16, 17, 18, 1923. Walter Harlan, 
secretary-treasurer, 701 Grand Theater 
Building, Atlanta, Ga. 

NATIONAL RETAIL HARDWARE ASSOCIATION 
CONVENTION, Richmond, Va., June, 1923. 
Herbert P. Sheets, secretary-treasurer, 
Argos, Ind. 

MISSISSIPPI RETAIL HARDWARE AND 
PLEMENT ASSOCIATION CONVENTION. (Date 
and place to be announced later.) H. S. 
Chilton, secretary-treasurer, Starkville. 


IM- 
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ATISFACTION GUARANTEED 
R MONEY BACK. 








A profitable item for you 
to handle—Gold-Seal Congoleum Art-Rugs 


Small investment—no risk 

Quick profits—no tie-up of working capital 

Easy sales—demand created by advertising 

Easy to display—little space required 

Easy to handle—packed in individual containers, ready to deliver 
Satisfied customers—high quality—satisfaction guaranteed. 


If other hardware merchants can—why not you? 


If ever you had a chance to make a wad of CONGOLEUM COMPANY 

extra profits, Gold-Seal Art-Rugs give it to you. INCORPORATED 

Don't pass it up. Get in touch with our Hardware Philadelphia New York Chicago Boston 
Service Department. Write today if you are San Francisco Minneapolis Dallas Atlanta 
interested in more profits. Pittsburgh Kansas City Montreal 


The fastest selling floor-covering in the world 
ee i aria 1 








. — seca a 
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and if all of these conditions are un- 
availing, when, let it be asked, will con- 
ditions ever again be so favorable to 
the passage of a Ship Subsidy Bill as 
now? Never was the old saw that ‘it 
is now or never!’ so true as it is today 
in the matter of ship subsidy legisla- 
tion.” 


Important Income Tax Amendments 


Two important amendments to the 
income tax laws, reported some time 
ago by the Ways and Means Commit- 
tee, have passed the House. Whether 
they will be acted upon by the Finance 
Committee in time for passage by the 
Senate before adjournment is a serious 
question. 

Under the terms of one of these bills 
a taxpayer sustaining a loss in the sale 
of a capital asset, such as a piece of 
real estate or a block of stock or bonds, 
would be allowed to deduct only 12% 
per cent of that loss from his total 
taxable income instead of the whole 
amount of the loss as at present. No 
change is made in the provision of the 
law relating to gains from the sale of 
capital assets which are now taxable 
only to the extent of 12% per cent of 
the total gain. 

This change has been made at the 
instance of Secretary Mellon, who 
wrote to Congress that the capital loss 
exemption was being availed of exten- 
sively, particularly by wealthy individ- 
uals and corporations, to evade Federal 
taxation. The strongest argument in 
favor of the amendment now proposed 
by the House is the perfectly reason- 
able contention that if taxpayers are 
required to pay income tax only on 
12% per cent of gains made through 
the sale of property, it is but fair that 
the deductions from income on account 
of losses made in similar sales should 
also be limited to 12% per cent. 


Unequal Operation of Law 


Under the present law a man making 
a loss of $10,000 on the sale of a piece 
of real estate can use the loss to offset 
$10,000 of income and thus escape all 
tax if his income does not exceed that 
amount. If, however, he makes a 
profit of $10,000, instead of being taxed 
on the entire amount, his taxable gain 
is figured at but $1,250 and the remain- 
ing $8,750 becomes a tax-exempt profit. 
The House bill, if it becomes a law, will 
simply equalize gains and losses, limit- 
ing them for taxation purposes to 12% 
per cent in either case. 

Another measure of more doubtful 
wisdom has also been passed by the 
House at the instance of the Secretary 
of the Treasury. Under the terms of 
this amendment, gains made through 
the exchange of stocks, bonds and 
other investment securities for securi- 
ties of a similar kind would be made 
subject to taxation even although no 
cash proceeds resulted. The Ways and 
Means Committee was informed by the 
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Treasury Department that many bro- 
kerage houses made it a practice to 
effect such exchanges for customers 
and that through this means the Gov- 
ernment has been losing from $20,000,- 
000 to $50,000,000 a year since the law 
was passed Nov. 25, 1921. 

A very sound argument can be urged 
in support of the present law and 
against the change proposed by the 
Treasury Department for the Ways 
and Means Committee. The Senate 
will undoubtedly give very serious cun- 
sideration to this proposed amendment 
and is likely to hear experts before 
taking action. 


Would Release Impounded Securities 


The purpose of Congress in adopting 
this provision of the act of Nov. 25, 
1921, was to enable persons whose sav- 
ings were invested in securities to 
make changes therein without being 
taxed on mere paper profits. The de- 
sirability of such a provision was very 
generally recognized and Congress had 
ample evidence to show that under the 
old law hundreds of millions of dol- 
lars of securities were impounded and 
excluded from business channels _ be- 
cause the holders thereof, although de- 
siring to exchange them for other simi- 
lar property, could not do so without 
being required to pay a substantial tax 
on a so-called gain which was never 
realized in cash. 

The application of the old law to real 
estate was even more drastic. Thus a 
person who had owned for many years 
a town house having a current market 
value of $20,000 which on March 1, 
1913, was worth only $10,000, could not 
exchange it for a suburban home valued 
at $20,000 without paying an income 
tax on $10,000 so-called profit. 

Of course, in this case the property 
holder was not worth a dollar more for 
making the exchange than he had been 
before, and as a matter of fact he had 
not received a dollar of “income.” All 
he had done was to “register” the in- 
creased value of his town property by 
exchanging it for a piece located in the 
suburbs. 

Notwithstanding these strong argu- 
ments in favor of the retention of the 
provision of the act of Nov. 25, 1921, 
the House, at the instance of the Treas- 
ury Department, has adopted an 
amendment repealing it and restoring 
the old law under which paper profits 
as well as actual gains will be treated 
as income. I venture the prediction 
that the Senate will hesitate to follow 
the House in dealing with this very 
questionable legislation. 


Tax Collections Exceed Estimates 


Figures just compiled by the In- 
ternal Revenue Bureau show that Fed- 
eral tax collections for 1922, despite 
depressed conditions which character- 
ized business during part of the year, 
have exceeded Treasury estimates, 
bringing the total for the twelve 
months to $2,247,187,000. While the 
amount is far under the collections for 
1921, the great drop in receipts is 
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chargeable largely to the change in the 
revenue law. 

Of the total payments, $1,167,646,000 
was turned into the Treasury in the 
last six months of the calendar year, 
forecasting a total of approximately 
$2,500,000,000 for the current fiscal 
year ending June 30 next. Collections 
usually are larger in the first six 
months of a calendar year, since the 
heaviest income and profits tax pay- 
ments fall in March and June, and 
many taxpayers pay all they owe the 
Government in the initial and second 
quarterly payments. 

Income and profits payments for the 
last six months of 1922 amounted to 
$665,339,575, or only slightly more than 
half of the amount derived by the Gov- 
ernment from that source in the corre- 
sponding period of 1921. But, again, 
changes in the law caused most of the 
decline, indicating, according to reve- 
nue bureau officials, that some of the 
tax burden has been lifted. December 
collections, in which are included the 
payments for the last quarter of in- 
comes and profits, amounted to $270,- 
000,000 of the six months total, and 
these also are only slightly over half 
of the amount collected in December, 
1921. 


Tariff Collections High 


Predictions by customs officials that 
tariff duties collected in January would 
exceed $46,000,000 have been borne out 
by final computations of collections for 
the month just made public at the 
Treasury. 

Collections for the month totaled 
$46,345,991, an increase over December 
of about $7,000,000. Some officials now 
believe that with a continuation of the 
present rate of imports even the esti- 
mate of $480,000,000 in collections for 
the present fiscal year may be exceeded. 

Experience shows that it is unsafe 
to attempt to figure the productivity 
of a new tariff law until it has been 
on the statute books for at least a year. 
Ordinarily it is difficult to estimate the 
effect of importations made in antici- 
pation of increased rates, but in the 
case of the Fordney-McCumber Act the 
anticipatory importations were very 
small and, therefore, the volume of our 
import trade is likely to reach a normal 
level in the very near future. 

Fluctuations of foreign exchange 
will likely affect the volume of importa- 
tions, especially of those products made 
in the territory of the Central Powers. 
The Department of Commerce is ad- 
vised, for example, that variations in 
exchange are almost daily determining 
whether orders for such articles as 
cutlery, glass, crockery, etc., shall be 
placed with German, Austrian or 
Czecho-Slovakian factories or with es- 
tablishments in the United States. In 
the main, however, it may be expected 
that as general business conditions in 
the United States improve the volume 
of imports, and consequently the cus- 
toms revenue of the Government, will 
show a gain. 

In these uncertain times it is a posi- 
tive pleasure to be able to chronicle the 
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No, 200 Ekco Loose Bottom 
Oblong Cake Pan 





No. 220 Ekco Loose Bottom 
Round Layer Cake Pan— 
absolutely straight sides 























No. 250 Ekeo Loose The More Varied Your Stock, 
ane = Pan on 
egs—tu 


the Greater Your Sales 








HE florist who sells only violets 
has a short season and few cus- 
‘sn Sunes Cle ee tomers. The shoe store that stocks but 
one style last, gets only the patronage 
of the people who like that style. 











Tin pans are no different. Each 
woman is attracted by a different type 
of pan. You can’t afford to waste 
customers by limiting your tinware 
stock to a few items only. Keep a va- 
riety in stock and sell something to 
every customer. 











Ekco cake pans are rapid-fire sellers. 
A complete assortment — variety 
enough to fill every need of every cus- 
tomer who comes in your store—rep- 
Va resents an absurdly small investment 


No. 240 Ekco 
Solid bottom 
Round Cake 
pan with legs 
—tubed 











and a substantial profit for you. 























1 Our catalog illustrating our full line of 

* famous Ekco Sanitary Pans, Black Beauty 

VANITY CAKE PANS Double Roasters and Drip Pans and Vanity, 
VAN DUSEN PATTERNS Slidex and Ekco Loose Bottom Cake Pans 
Manufactured by has been mailed to you. If you didn’t get 


a copy, write us. 


Edward Katzinger Company 


These pans have been greatly Ekeo Products Are Sold by All Leading 
improved upon in design and 
construction. The raised bot- Hardware Jobbers 


tom permits the knife to lie 
flat on the bottom of the pan. 


H i ask for ° 
aon ae Edward Katzinger Company 
910 W. Washington Blvd., Chicago, Ill. 








You cannot afford to be 
without them in_ stock. 
Order NOW. 








We make more pans in a day than all other manu- 
facturers combined. 








UMI 
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fact that the movement set on foot 
many months ago looking to a reduc- 
tion in the cost of interchangeable 
mileage books has been brought to a 
successful conclusion. The Interstate 
Commerce Commission has just an- 
nounced that, beginning March 15, 
practically all Class I roads will be ex- 
pected to sell interchangeable mileage 
books good for 2500 miles of travel at 
reductions of 20 per cent from the reg- 
ular passenger rates. A few small 
railroads have bcen excluded from the 
order because of their financial in- 
ability to make the cut. 

The initiative in bringing about this 
important reform was taken early in 
the present Congress when a bill was 
introduced which has since become a 
law directing the railroads to again 
issue interchangeable mileage books 
provided the Interstate Commerce 
Commission should find the carriers 
financially able to make the cut. Many 
trade organizations strongly urged the 
passage of this bill and after it became 
a law presented to the Interstate Com- 
merce Commission the necessity for 
promptly determining the ability of the 
carriers to make the rate concession. 
The official order of the Commission 
reads as follows: 


Commission’s Order 


“We find and conclude that on and 
after March 15 carriers by rail shall 
establish, issue and maintain at such 
offices as we may hereafter designate, 
a non-transferable interchangeable 
serip coupon ticket in the denomination 
of $90, which shall be sold at a reduc- 
tion of 20 per cent from the face value 
of the ticket. We further find that the 
rate resulting from that reduction will 
be just and reasonable within one year 
from date. This scrip coupon ticket 
shall be good, within one year from 
the date of its sale, for carriage of 
passengers on all passenger trains, ex- 
cept that in the case of special or extra 
fare trains its use will be subject to 
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the payment by the passenger of the 
special or extra fare.” 

The Commission has notified the car- 
riers to submit on or before March 1 
the proposed rules covering the sale of 
the new mileage tickets. It is under- 
stood that no restrictions will be placed 
upon their sale and it goes without 
Saying that manufacturers and mer- 
chants employing traveling men will 
derive very substantial benefit from 
the reduced rates. 


More Trade Commission Activity 


Disparaging a competitor’s product 
to the extent that the public interest is 
involved is declared by the Federal 
Trade Commission to be an _ unfair 
method of competition. This has been 
brought out in the case of a tire and 
rubber company, a distributing agency 
for a number of manufacturers of auto- 
mobile wheels and demountable rims 
and parts, with offices and branches in 
San Francisco, Los Angeles, and nu- 
merous Western cities. 

The Commission found that it was 
the practice of the company to secure 
through various means from jobbers 
and dealers, display boards, upon which 
were fastened certain rim parts adver- 
tised and sold by a competing com- 
pany, for the purpose of their being 
destroyed. Such boards, the Commis- 
sion states were replaced whenever 
possible by boards similar in appear- 
ance, but having thereon the advertise- 
ment and rim parts of the respondent. 

The Commission further found that 
the respondent instituted a campaign 
to disparage competitors and the rim 
parts sold by them. In this campaign 
such parts were referred to as not be- 
ing standard and that the use of such 
non-standard parts “would destroy the 
rim factory guarantee on the entire 
rim equipment.” 

The Commission’s order specifies 
that the respondent company “must 
cease from carrying out its plan of re- 
moving from the hands of jobbers, 
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dealers, or others the rim parts dis- 
play boards of any competitor in the 
automobile rim parts business, and 
from purchasing boards or in any other 
manner acquiring boards or from des- 
troying them.” The concern must also 
discontinue “representing to the public 
or to dealers or jobbers that the use 
of any device other than the rim parts 
manufactured and sold by the maker 
of the rim is dangerous to the rim or 
rim equipment.” 


Must Use Better Window Envelopes 


Window envelopes with windows 
through which postal workers cannot 
see will no longer be tolerated in the 
United States mails. Rigid orders have 
been issued by the Post Office Depart- 
ment to all postmasters and manufac- 
turers of this character of envelopes 
that the regulations covering them 
must be strictly observed in the future. 

“A campaign of education has been 
conducted for a number of years,” the 
order reads, “to induce users of win- 
dow envelopes to obtain envelopes hav- 
ing windows of the highest possible de- 
gree of transparency; to use inclosures 
only of such character and color as 
will permit of clear and legible ad- 
dresses; and also to place on the envel- 
opes a proper and complete return card. 
In the future postmasters are re- 
quested to inform patrons as well as 
manufacturers that window envelopes 
not conforming in all respects to the 
regulations are not mailable. Under 
no circumstances will window envel- 
opes not meeting with the postal re- 
quirements after this date be accepted 
at post offices.” 

The action of the Post Office Depart- 
ment with regard to this variety of 
envelope was taken as a result of the 
expenditure of much unnecessary time 
and the waste of incalculable labor by 
postal workers in attempting to read 
addresses through poorly and improp- 
erly manufactured window envelopes. 


Making the Past Help the Present 


N exceedingly interesting little 

feature for use in the hardware 
store’s newspaper advertising would 
be that of devoting a little space in 
the ads every now and then to the 
telling of what was happening in the 
store on the same date of the ad’s 
appearance in former years. 

Such a feature might read like 
this: 

“TWENTY-FIVE YEARS AGO IN OUR 
STORE. 

“Twenty-five years ago today in 
our store we had a stock of only five 
different kinds of goods in our sport- 
ing goods department. At that time 
we thought this was a very big stock, 


and we were worried as to whether 
or not we could dispose of all of the 
goods. Now we regularly carry 
twenty different articles in our 
sporting goods department and have 
100 times as much money invested 
in this department as we had twenty- 
five years ago. That’s why people 
always say they can always get what 
they want in sporting goods at this 
store. 

“Twenty-five years ago today S. J. 
Weller took a position as salesman 
with this institution. This present 
week Mr. Weller has hung up the 
best sales record he has ever made 
in this week during all the years 
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he has been with this store. Mr. 
Weller says the reason why he made 
this new sales record is that the 
goods we are selling are the best we 
have ever handled.” 

This sort of a feature would in- 
terest all of the old-timers in the 
city, and would also serve to interest 
many of the newer and younger 
folks, as well as pleasing the em- 
ployees, who were mentioned from 
time to time. So this kind of a fea- 
ture would be a distinct boost for 
business. 

This stunt could be used without 
much trouble and without any ex- 
pense. So use it. 
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THE GRISWOLD BOLO OVEN 
is worth studying 


HE article you thoroughly 
understand is the article you 
can sell most easily. 


Study the features that make 
the Bolo Oven such a superior 
product. A woman who is look- 
ing for a portable oven likes to 


excellent. It enables a woman to 
do a lot of baking in a few hours, 
and then be free to stay out where 
it’s cool! 

Read carefully the paragraphs 
below. Every single one of them 
contains material of real impor- 
tance to the woman who is look- 





be told what its good points are. 
She is interested in more than just 
the price. 


ing for a portable oven. 


Watch for our Bolo Oven 
advertising in May, June and 
July. It will be seen in the best 
type of homes all over the country, 
where millions of people read 
The Ladies’ Home Journal, 
Woman’s Home Companion and 
Good Housekeeping. Order your 
supply of Bolo Ovens now. 





Remember first of all that the 
BOLO OVEN is the on/y port- 
able oven that does fast and slow 
Every 


baking at the same time. 
woman can appreciate the saving 
in time and fuel this makes pos- 
sible. 


For summer the Bolo is 


Non-rustable black-enam- 
eled top. Convenient shelf 
for setting dishes while pre- 
paring a meal. 


Always cool wood handles. 
No matter how hot the Bolo 
itself is, you can always 
easily move it by means of 
these handles, 


Rolled edge of door. Will 
not warp or get out of 
shape. Closes tight with 
nickeled door catch—keeps 
in all heat and keeps out 
cold air. 


Bolo Oven Door. Solid, or 
glass in two pieces to pre- 
vent breaking; easily re- 
moved for cleaning. Save 
time —watch your baking 
without opening door. 
Avoids dangerous jarring 
or letting in cold air when 
baking cakes. 


Full tin lining. Grooves, 
with humps to prevent put- 
ting flue plate, or circulat- 
ing air chamber, in wrong 


place. 


nas 


Steel hinges, nickel plated, 
with mica window. Nickel 
plated outside door catch 3 
with coil wire handle. = 7" 





“. Bottom plate, closed all 
around sides to prevent 
crumbs from falling down 
on stove or into fire—level 
with door in order that 
crumbs and dirt may be 
easily brushed out. 


THE GRISWOLD MFG. COMPANY 


ERIE, PENNA., U. S. A. 


Makers of Cast Iron and Cast Aluminum Extra Finished 
Cooking Utensils, Waffle Irons, Food Choppers, Safety 
Fill Tea Kettles, Bolo Ovens and Gas Hot Plates. 
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Stop Automobile Radiator Leaks 


Burnley’s Radiator Cement. made by the 
Burnley Battery & Mfg. Co., North East, 
Pa., is claimed to stop leaks immediately 
in auto radiators, cracked cylinders, steam 


and hot-water boilers. It contains no 
acids or chemicals of any kind injurious to 
metals and is said not to clog the radiator 
when mixed with water. Poured into the 
radiator, it finds its way to any leaky 
places and is claimed to instantly seal them. 


Lightweight Hose Reel 


The Reeleezy Hose Reel, made by the 
American Fork & Hoe Co., Cleveland, 
Ohio, is compact, sturdy and easy to han- 
dle. Made of substantial material, with hub 
braces bent around the rims and riveted 
to the hub plate, the reel has a capacity of 
seventy-five feet of three-quarter in., or 
100 ft. of %-in. garden hose. Fully loaded, 
it occupies approximately the same spaces 
as would the coiled hose, and may be easi- 














ly rolled or carried from place to place. 
The reel is made in two identical halves, 
knocked down for shipment, the reassem- 
bly being speedily and easily accomplished. 


Additions to Miller Falls 


An improved vise of the oval slide pat- 
tern, having a steel screw, hardened steel 
jaws, checked to give gripping power, has 
been added to the line of the Millers Falls 
Co., Millers Falls, Mass., and is being 
shown for the first time. The top and sides 
of the jaws, as well as the handle and 
head, are polished, while other parts are 
enameled black, thereby giving the vise a 
snappy appearance. It is made in six sizes: 
the width of the jaws being 2 in., 2% in., 
3 in., 3% in., 4 in. and 4% in. The jaws 
open 24% in., 2% in., 3% in., 3% in. 4% 
in. and 5 in., respectively. Weights range 
from 4% to 344. 

This company has also developed an im- 
proved tool, which simplifies grinding of 
automobile valves. The tool is 13% in. 
overall, weighs 2 lb. 6 oz. and is packed 
one in a pasteboard box. By turning its 


crank forward, a grinding head recipro- 
cates, making one complete revolution to 
The mechanism is 


ten turns of the crank. 





ball bearing, thus free action is insured as 
well as increased power. The tool is uni- 
versal in its use, inasmuch as its spanner 
points are adjustable, and a flat blade is 
used for slotted valve heads. Steel gears 
and crank handle are provided, while the 
frame is of iron enameled black. The head 
is of stained hardwood, so shaped as to give 
a firm and comfortable grip. 

A distinctive type of rim wrench, useful 
to every car owner, and especially service- 
able in garages and repair shops, where 
there is constant changing of rims with 
different sizes of nuts, is another new 
product of the company. A sure grip chuck 
is provided, which takes a firm grip on 
hexagon nuts % in. to % in., inclusive. 
The shell is made extra heavy to with- 
stand strain, and the jaws are drop 
torged, hardened. The new tool is 13 in. 
long, has a sweep of 10 in., a free acting 
head, a handle of stained hardwood, 
weighs 2 lbs., and comes to the retail 
hardware dealer in a pasteboard box, one- 
sixth doz. to the box. 














The company’s new bearing scraper dif- 
fers from the common type in that it has 
two working ends. One working end car- 
ries the regular taper point, and the other 


is squared for flat scraping. Thus two 
tools in one obtain. The edges of the ends 
are ground concave, having the proper 


clearance for free easy cutting, and can 
be easily resharpened. Still another fea- 
ture of this new tool is that it is made of 
special alloy Tungsten steel, hardened and 
tempered. A handle of hard rubber is pro- 
vided, this being practically unbreakable. 
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The shape of this handle permits a firm, 
easy grip and a perfect balance. The 
length of the cutting edges is 244 in., and 
of the tool itself, 12%, in. overall. It weighs 
but 6 oz. and comes packed one in a paste- 
board box. 


Display Board for Crescent Pliers 


A large quartered-oak display board has 
been placed on the market by the Cres- 
cent Tool Co., Jamestown, N. Y., for use 

















in displaying its line of Crescent pliers. 
The board exhibits six of the new Crescent 
Thin Straight Nose Pliers, 5-in. size, and 
is fitted with a brace to stand on a counter 
or show case. The pliers displayed on 
this board are of a new type, designed 
especially for use by women motorists. 
The 5-in. pliers are so affixed to the board 
that they cannot be removed. The assort- 
ment includes an equal number of 6-in. 
pliers, packed in individual cartons. 
Milwaukee Timers in New Display 
Cartons 

Hardware merchants handling the Mil- 
waukee Timer for Fords made by the Mil- 
waukee Motor Products, Inc., 760 30th St., 
Milwaukee, Wis., are now receiving the 
Timers in attractive four-color display 
cartons which provide very effective coun- 
ter displays. Each carton contains ten 
Milwaukee Timers, individually boxed, and 

















the sales message on the front of the car- 
ton is: ‘‘Take One With You Now. Your 
Ford Needs it for Power, Easy Starting, 
Clean Running.’’ On the back of the car- 
ton is the reminder to the dealer’s clerk: 
‘Sell Him a Milwaukee Timer.” These 
cartons are being sent to hardware mer- 
chants with orders for ten Milwaukee 
Timers. 
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The R-W Door Closer and Check 
is Rapidly Becoming a Favorite 


Wherever introduced, the R-W Door Closer and 
Check soon supersedes other styles which 
possess fewer advantages. Owners are request- 
ing it for new buildings and for replacements, and 
architects include the R-W more and more in 
their specifications. 


Simplicity in attaching and adjusting, great dura- 
bility, and its adaptation to either right or left hand 
doors by the mere swinging of the arm, are fea- 
tures producing this growing popularity. 





Showing R-W Closer and 
Check attached by Corner 
Bracket. 





Flush Bracket method of 
attaching R-W Door Closer ne 
and Check. f~ 


The R-W Door Closer and Check is easy to assem- 
ble or take apart. A screw driver is the only tool 
required. The liquid, which has special lubricat- 
ing qualities, occupies a separate chamber from 
spring, thus preventing any leakage. Simple ad- 
justment regulates spring to suit all conditions. 
Sizes for any door, from a light screen door to a 
heavy outside door. It will pay you to write at 
once for Catalog A-28. 





R-W Door Closer and Check attached 
by Soffit Bracket. 


6. 
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Device Prevents Door Slamming 


The Door Dogs, made by Richards-Wil- 
cox Mfg. Co., Aurora, Ill, are simple and 
practical door holders for use with all or- 
dinary swinging doors for garages, barns 
or industrial buildings. They require no 
stooping or propping of any kind to adjust. 
To open doors and to prevent slamming, 
the pin is lifted off the keeper with the 
foot. The pin grips any kind of surface— 
concrete, wood or gravel, and to close doors 

















it is simply a matter of lifting the pin with 
the foot and dropping it in slot provided, 
permitting doors to be immediately and 
easily closed. 


Improved Thermalware Jar 


A new Aladdin Thermalware Jar has just 
been announced by the Aladdin Indus- 
tries, Inc., 609 West Lake Street, Chicago, 
Ill. The jar has all the features of last 
season’s jar, such as size, capacity, ther- 
mal efficiency and strength. It is made 
with a steel outer jacket, finished in high 
gloss Brewster Green Enamel. The inner 
container is made of tough vitrified earth- 
enware finished in a fine white glaze. <A 
patented Thermalware seal is used to 
seal this inner container to the metal 
outer jacket. The jar has a 3% in. open- 
ing, which readily admits the hand for 
cleaning and makes the jar suitable for 
either foods or liquids. The regulation 
heat insulated sanitary glass stopper is 
used. Cork stoppers are optional. The 
stopper is held in place by heavy alumi- 
num cup cap. The Aladdin Thermalware 
Jar should be popular with motorists, 

















with anyone 
of a high 
full one- 


fishermen, hunters—in fact, 
who appreciates the advantage 
grade thermal container with 
gallon capacity. 


Improved Galvanized Steel Coal 
Chute 


The Star Coal Chute, made by the Sterl- 
ing Foundry Co., Sterling, Ill., not only 
keeps masonr;, wood-work and paint from 
being marred by coal striking it, but adds 
materially to the appearance of the prop- 
erty. It has a galvanized steel door and a 
neat housing. The frame is of cast iron 


and the overall dimensions are 24 x 19 x 5 
the clear opening being 15 x 20 in. 
@ 


in., 
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Lugs are provided on all four sides for 
anchoring into masonry of foundation 
walls. The housing is watertight and the 
door is of 18 gage galvanized stamped 
steel, embossed, making it very rigid. The 

















hinges are concealed and protected under 
the housing and are so designed as to auto- 
matically lock the door in an open posi- 
tion. There is an automatic catch at the 
bottom of the door by means of which it 
may automatically locked shut. It is 
finished with one coat of gray iron filler. 
It is shipped in a carton, the weight of 
which is 41 Ib. 


be 


Controls Auto Headlight and Horn 
from Wheel 


Designed to enable an automobilist to 
control the headlights and horn of his car 

















without removing his hands from the steer- 
ing wheel, the Roxwitch, made by Patton- 
MacGuyer Co., Providence, R. I., is attached 
on the inside rim of the steering wheel, 
where it may be operated by a simple rock- 
ing motion of the thumb. It is a neat and 
attractive device. The case is brass, fin- 
ished in dull black enamel, baked on.- The 
horn button is of red molded material. All 
moving parts and contacts are inclosed, 
and entirely impervious to dust and mois- 
ture. It may be attached in a few minutes 
without drilling or soldering, the only tools 
required being a screw driver and a pair 
of pliers. 


Waterproof Blanket Protects Stock 


In order to meet the demand for some 
means of enabling merchants and others 
to protect their stock in the event of 
their sprinklers or water lines leaking, the 
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Goodyear Tire & Rubber Co., Akron, Ohio, 
has recently placed on the market a water- 
proof blanket which affords protection in 
the event of leakage. These blankets are 
made with the edges turned under and 
cemented down, making a 2-in. hem en- 
tirely around the cover. They are rein- 
forced in each corner with an extra piece 
of the same material inserted under the 
hem. There are two %-in. grommets 
placed in each corner and one grommet is 
placed every 36 in. entirely around the 
hem. At places where grommets are in- 
serted, there has been a piece of the ma- 
terial cemented down, making the grommet 
set through three thicknesses. The blan- 
kets which we have already made up are 
12 in. by 18 in. and they weigh about 30 Ib. 


Dish Washer Uses Water Pressure 


Efficient in operation, the H. B. Auto- 
matic Dish Washer, made by the H. B. 
Corporation, Monadnock Block, Chicago, 

















embodies a number of interesting 
features. The washer requires no motor 
and both washes and rinses the dishes. 
In operation, the dishes to be washed are 
placed in the machine, and the water 
turned on, no separate oneration being re- 
quired for the rinsing. It may be used on 
the sink drainboard and attached to the 
faucet by means of a universal fixture. 


Ill, 





Additions to American Governor 
Line 

The Stanley Valve-Lifter, made by the 

American Governor Co., Anderson, Ind., is 

claimed to fit ninety per cent of all motors. 

As may be seen from the illustration, it is 











very simple and durable in construction. 
It may be easily applied and quickly re- 
moved and is claimed not to slip when once 
locked securely in place. The device is 
designed to work around manifolds and car- 
buretors. 

This company has also recently placed 
on the market an improved striker plate 
for use on the doors of closed and open 
Ford automobiles. The new plates, which 
are known as American Striker Plates, are 
said to entirely eliminate the necessity of 
slamming the auto door in order to make 
it close. According to the manufacturers, a 
patented catch pulls the door closed and 
holds it tight. Accidental opening, which 
frequently results in accidents, is said to be 
entirely eliminated. 
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Hot Spots for 
Cold § ales En ines 


Then there’s the Snappy Cap 
for Fords. Press the trigger, 
cap flies open. Give the radia- 
tor its drink, and click-it-closed. 
Just like that! The demand 
was so great that we have 
brought out a Snappy Cap for 
Dodge and Chevrolet and similar 
models. There is now a Snappy 
Cap for every car that rolls on 
rubber. 





Here’s a new line of Snappy 
Caps (de luxe model) for the 
higher-priced cars. No wonder 
they sell. They not only have 
that million-dollar look but they 
make filling the radiator a mat- 
ter of seconds. The de luxe cap 
is thief-proof, too. 





UT a razor-edgeé on the dull months! Don’t wait for Spring 

” il business to take the hollow out of the old sales-curve. Tie 

up with the bell-ringing line of Bethlehem Betterments, and 

February sales will prove that buying “seasons” are the bunk. 

sethlehem Betterments are more than auto accessories—they’re 

auto necessities! People don’t lay up their purses for the Winter 

any more than they do their cars. They’re just as ready to buy 

auto necessities in February as in June. Hot spots for cold sales 
engines—that’s Bethlehem all over! 





Prices? You know Bethlehem! Our volume business in 1922 
The Beth! was due to quality goods, priced below what the trade hough 
saliliene o& taaes Gabelae tm Poot possible. That’s the policy we have laid out for 1923. Just "let 
cylinders daily. Long reach! me give you some confidential information that will make your 
eves pop! Write me—today. Shall we send samples ? 


The Bethlehem Sure-Fire Spark 











The new a 
Bethlehem uickway 
wrench-set—‘“a whole — Bethlehem Spark Plug Company, Inc, 


tool-kit in itself.” 


Made for the motorist BETHLEHEM, PA. 


who does his own 





tinkering, and useful President 
365 days in the year. 

Has a ratchet handle, Here’s the Mechanics’ “D” set 
an L-handle, short bar —the very last syllable in tool- 
for close clearances, kits. Takes smallest generator- 
and eight sockets that nut up to largest nut on any 
take care of most of ear. Has a ratchet handle, an 
the nuts on any car. L-handle, a T-handle, three short 
You know the “A,” lengths for cramped quarters, 
“B” and “C” sets. also a universal knuckle—and 
This is C-special. Ex- 23 sockets! A kit for mechanic 
actly what car-owners and motorist alike. And priced 
want. right! 





athlahan. 


betterments moétorpom 
wei es, EWiEE 
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Notes of the Retail Hardware Trade 














ASHLAND, ALA.—The Garrett & In- 
gram Hardware have taken over the 
stock of W. M. Garrett. 

MosiLE, ALA.—The Lawrence-Good- 
ling Co., Inc., 161-163-165 N. Water 
Street, has been incorporated with a 
capital of $25,000 to deal in gasoline 
engines, mill suplies, picnic equip- 
ment, pumps, and rope and twine. H. P. 
Goodling and others are the incorpora- 
tors. Catalogs requested. 


BLYTHEVILLE, ARK. — The Brown 
Hardware Co., successor to the Blythe- 
ville Hardware Co., requests catalogs 
on bicycles, builders’ hardware, build- 
ing paper, clocks and watches, crock- 
ery and glassware, dairy supplies, flash- 
lights, fishing tackle, glass, guns and 
ammunition, hammocks and_ swings, 
harness, heavy hardware, mechanics’ 
tools, mill supplies, oils and greases, 
paints, oils and varnishes, poultry sup- 
plies, prepared roofing, pumps, rope 
and twine, shoe findings, silverware, 
sporting goods, stoves and ranges, toys, 
games and wall paper. 


COLLINSVILLE, CONN.—The business 
formerly conducted under the name of 
E. J. Smith has been changed to the 
E. J. Smith Hardware Co. The con- 
cern’s line of paints and varnishes has 
been increased, and catalogs are re- 
quested on automobile accessories, 
sporting goods and a general line of 
hardware. 


ASHBURN, GA.—The Mitchell-Caugh- 
ran Hardware Co. has been incorpor- 
ated to conduct both a wholesale and 
retail business in the following: Build- 
ers’ hardware, building paper, crock- 
ery and glassware, cutlery, dairy sup- 
plies, electrical supplies, flashlights, 
fishing tackle, glass, guns and ammuni- 
tion, hammocks and swings, harness, 
heavy hardware, housefurnishings, 
linoleum and oil cloth, mechanics’ tools, 
mill supplies, oils and greases, paints, 
oils and varnishes, phonographs, poul- 
try supplies, prepared roofing, refrig- 
erators, rope and twine, silverware, 
sporting goods, and stoves and ranges. 


DECATUR, ILL.—The Hott, Ray, Hill 
Hardware Co., 321 N. Main Street, has 
been incorporated to carry both a 
wholesale and retail stock of auto- 
mobile accessories, automobile tires, 
barn equipment, bicycles, builders’ 
hardware, building paper, cutlery, 
dairy supplies, electrical specialties, 


flashlights, fishing tackle, furnaces, 
garage hardware, guns and am- 
munition, hammocks’ and swings, 


heavy hardware, incubators, mechanics’ 
tools, mill supplies, paints, oils and 
varnishes, picnic equipment, poultry 
supplies, prepared roofing, rope and 
twine, seeds and fertilizers, silverware, 
sporting goods, stoves, ranges, and 
washing machines. The capital stock 
is $25,000 and Homer Hott is president, 
Joel S. Ray, vice president and treas- 
urer, Hugh J. Hill, secretary. 

LANARK, ILL.—Garman & Jones are 
purchasers of the J. F. Flickinger 
hardware stock. 

LeRoy, Intu.—L. L. Michaels ~ 
purchased the interest a = 
Michaels in the firm of J. * Michadls 


& Son. He will continue under his own 
name. 

WasasH, IND.—The Creighton Hard- 
ware Co., 134 S. Wabash Street, is 
successor to W. J. Creighton. 

NINEVEH, IND.—Garrett R. Tilson has 
purchased the stock of Thomas W. 
Cravens. Catalogs requested on a gen- 
eral line of hardware, implements and 
automobile accessories. 


FAIRFIELD, IowA.-—Cohagan & 
Hughes have bought the hardware 
business of Rodabaugh & Bean, and re- 
quest catalogs on sporting goods, auto- 
mobile accessories and a general line 
of hardware. 

JETMORE, KAN.—Bonner & Barker 
have disposed of their stock of hard- 
ware and implements to the Lindas 
Lumber Co. 

McPHERSON, KAN.—The stock of the 
Bell & Thacker Hardware Co. has been 
sold. The Hawley Hardware Co., 323 
N. Main Street, is the purchaser. 
Catalogs requested on automobile ac- 
cessories, bathroom fixtures, bicycles, 
builders’ hardware, cutlery, dynamite, 
electrical specialties, electrical sup- 
plies, flashlights, fishing tackle, fur- 
naces, garage hardware, guns and am- 
munition, heavy hardware, mechanics’ 
tools, mill supplies, oils and greases, 
paints, oils and varnishes, picnic equip- 
ment, plumbing department, poultry 
supplies, pumps, radio equipment, re- 
frigerators, rope and twine, silverware, 
sporting goods, stoves and ranges, tin 
shop, toys and games, and washing 
machines. 

SHELBYVILLE, Ky.—The Owen Bros. 
Hardware Co., Inc., successor to Owen 
& Moore, requests catalogs on radio, 
toys and games. 

VERMONTVILLE, MicH.—M. C. and 
C. E. Dickey, owners of the Hammond 
Bros. stock, request catalogs on the fol- 
lowing lines: barn equipment, builders’ 
hardware, building paper, cutlery, dairy 
supplies, flashlights, fishing tackle, 
gasoline engines, glass, guns and am- 
munition, insecticides, housefurnishings, 
linoleum and oil cloth, luggage (trunks, 
handbags), mechanics’ tools, mill sup- 
plies, oils and greases, paints, oils and 
varnishes, poultry supplies, prepared 
roofing, pumps, rope and twine, seeds 
and fertilizers, sporting goods, stoves, 
ranges, and washing machines. 

LAPORTE, MINN.—The Laporte Hard- 
ware Co. has commenced business 
here, dealing in a line of general hard- 
ware, on which catalogs are requested. 

JAMESTOWN, N. Y.—The Clark 
Hardware Co., wholesaler and retailer, 
is discontinuing business at its Main 
Street store, and removing the stock 
to the store at 13-15 East Third Street. 

WAHPETON, N. D.—Kelly Bros. have 
established themselves in business here, 
carrying a complete line of hardware 
and furniture. 

GLOVERSVILLE, N. Y.—Lewis & 
Dunkel have commenced business at 
12 Church Street. W. A. Lewis and 


F. S. Dunkel are the owners. 


SENECA FALLs, N. Y.—Pinckney & 
Hadley will move to a new location at 
78 Fall Street about Feb. 2 





HENDERSONVILLE, N. C.—The Bland- 
Davis Hardware Co. has changed its 
name to the Bland Hardware Co. The 
concern’s stock is both wholesale and 
retail in the following: Automobile 
accessories, automobile tires, barn 
equipment, builders’ hardware, build- 
ing paper, clocks and watches, crock- 
ery and glassware, cutlery, dairy sup- 
plies, dynamite, electrical specialties, 
electrical supplies, flashlights, fishing 
tackle, furnaces, garage hardware, gas- 
oline, glass, guns and ammunition, ham- 
mocks and swings, heavy hardware, in- 
cubators, insecticides, housefurnishings, 
mechanics’ tools, mill supplies, oils and 
greases, paints, oils and varnishes, poul- 
try supplies, prepared roofing, refrig- 
erators, rope and twine, seeds and fer- 
tilizers, shoe findings, silverware, sport- 
ing goods, stoves and ranges and toys 
and games. 

BERNARDSVILLE, N. J.—Gianquitti & 
Corrado are enlarging their quarters 
and making extensive improvements. 
Catalogs requested on automobile acces- 
sories, automobile tires, barn equip- 
ment, bathroom fixtures, bicycles, 
builders’ hardware, building paper, 
clocks and watches, crockery and glass- 
ware, cutlery, dairy supplies, dynamite, 
flashlights, garage hardware, gasoline 
engines, glass, guns and ammunition, 
hammocks and swings, heavy hardware, 
incubators, insecticides, housefurnish- 
ings, linoleum and oil cloth, luggage 
(trunks, handbags), mechanics’ tools, 
oils and greases, paints, oils and var- 
nishes, poultry supplies, prepared roof- 
ing, pumps, radio equipment, refrig- 
erators, rope and twine, seeds and fer- 
tilizers, shoe findings, silverware, 
sporting goods, stoves, ranges, and 
washing machines. 

PETERSBURG, OHIO.—George E. Kne- 
sal has taken over the interest of J. M. 
Knesal in the firm of Knesal Bros. 

ELMER, OKLA.—Barton Bros. have 
added a complete stock of radio parts 
and supplies: 

SHAMOKIN, Pa.—L. C. Myers has dis- 
posed of his "stock to Chas. M. Kahler, 
610 West Walnut Street. Catalogs 
requested on dairy supplies. 

Cotton, S. D.—Garland Ellis has 
sold his hardware business to the Col- 
ton Hardware Co. 

Winner, S. D.—P. O. Beaulieu and 
Chas. Ineck have formed a partnership, 
and the concern will hereafter be 
known as Beaulieu & Ineck. 

LYNCHBURG, VA.—The Read-Dicker- 
son Hardware Co., 911 Main Street, 
purchaser of the Ainslie-Martin Hard- 
ware Co. stock, requests catalogs on 
the following: Automobile accessories, 
automobile tires, barn equipment, bath- 
room fixtures, bicycles, builders’ hard- 
ware, building paper, clocks and 
watches, cutlery, dairy supplies, dyna- 
mite, electrical .specialties, flashlights, 
fishing tackle, glass, guns and ammuni- 
tion, hammocks and swings, harness, 
heavy hardware, insecticides, mechanics’ 
tools, oils and greases, paints, oils and 
varnishes, poultry supplies, prepared 
roofing, rope and twine, shoe findings, 
silverware, sporting goods, and wash- 
ing machines. 





